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NEW YORK DEPARTMENT APPROVES 


Superintendent James A. Beha Says Hartford Accident’s Automobile 


Finance Plan is a Regular Insurance Transaction 


with noite to Pari the purchase of 
automobiles has been inaugurated by the 
Hartford Accident and Indemnity Company 
of Hartford, Conn. Originally put into 
operation in Boston for the purpose of test- 
ing its efficacy, the new plan is gradually 
being extended to other cities and may soon become a nation- 
wide practice. Under the scheme, the insurance company makes 
it possible for the prospective buyer of an automobile to secure 
the money to finance its purchase. This is done without any 
deviation from the powers granted in the company’s license 
and without employing any method other than insurance as 
far as the insurance company is concerned. The whole thing 
is simply a question of issuing a bond guaranteeing the finan- 
cial responsibility of the prospective automobile buyer. With 
this bond, payable to any given bank, the purchaser can secure 
the necessary loan to finance buying the car. The Hartford 
Accident and Indemnity writes the casualty insurance on the 
purchased automobile, and the Hartford Fire Insurance Com- 
pany carries the fire lines of coverage. In reality, the finance 
plan brings in surety, casualty and fire insurance and should 
Prove a real benefit to the public. The comments of Norman 
R. Moray, general manager of the Hartford Accident and 
Indemnity, regarding the plan, will be found in the casualty 
and surety department of this issue of THE SPECTATOR. 





Bearing in mind the importance of the viewpoint of insur- 
ance departments concerning the idea, a representative of THE 
SPECTATOR called on James A. Beha, Insurance Superintendent 
of New York. “This department certainly considers the plan 
legal,” said Mr. Beha; “there is nothing peculiar about the 
theory. In reality, the bank does the whole thing.” 

Pointing out the operation of the plan as it appears to the 
New York Insurance Department, Mr. Beha said: 


“The insurance company, in this case, is in the business of 
guaranteeing notes as permitted under the authorizations con- 
tained in its license. The company goes to the bank and asks 
how much the bank will loan on notes guaranteed by it. 
Following this, and acting necessarily through its agents and 
general agents, the insurance company secures the prospective 
car buyer, guarantees the notes the prospect gives the bank, 
and then furnishes the automobile insurance needed on the 
car which is bought by the money loaned by the bank on the 
guaranteed notes. The insurance company makes no service 
charge and the bank furnishes the cash, charging a legitimate 
rate of interest on its money. 

‘Tt is a regular financial transaction that comes properly 
within the scope of the insurance company’s license. If the 
car buyer fails to pay any money due the bank, the bank 
becomes the beneficiary under the bond. The notes are pay- 
able at the bank and the bank holds all the papers.” 
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NEW POINTS ON CHRYSLER CONTRACT 


Insurable Interest Questioned by Clarence C. Fowler—Status of 
Master Contract Discussed | 


Insurance James A. Beha, of New York, to cancel 

the license of the Palmetto Insurance Company, of 
Sumter, S. C., developed some interesting points relative to 
the contract of the company to furnish fire and theft insur- 
ance on cars of the Chrysler Motor Company. The hearing 
was before the Southern District of the United States Cir- 
cuit Court of Appeals, in an argument to make permanent 
a restraining order granted by the court against Superintendent 
Beha. 

Clarence C. Fowler, special deputy superintendent of insur- 
ance, appearing for the superintendent and Attorney General 
Ottinger, pointed out, in the course of his argument, that the 
master policy is issued to the Chrysler Sales Corporation, 
which pays the premium, although the certificate is issued to 
the new owner and becomes binding only after title to the 
car has passed. This puts the Chrysler Sales Corporation in 
the position of securing insurance for the purchaser of the 
car after the purchaser becomes owner, thus, according to 
Mr. Fowler, violating the principle of insurable interests, 
a principle long maintained by the courts in the interest of 
public policy. It has been previously held that there exists no 
right to purchase insurance where insurable interest is not 
shown. The Palmetto contract does not insure the cars while 
in possession of the Chrysler Sales Corporation. Title to the 
car passes from the Sales Corporation to the dealer and thence 
to the purchaser, but not until the latter transaction takes 
place does the insurance become binding. 


Ts hearing last week on the right of Superintendent of 


WacterR H. BENNETT Discusses PROBLEM 

Walter H. Bennett, who left early this week for Madison, 
Wis., in response to a request from W. Stanley Smith, com- 
missioner of Wisconsin, that he aid in preparing the brief in 
the Palmetto suit in that State, pointed out that the so-called 
master policy may in fact be no policy of insurance at all, 
but merely a contract to supply insurance. This view of the 
situation overcomes the argument that the policy is a Michi- 
gan contract. Furthermore Mr. Bennett points out that the 
certificate issued to the owner is only a partial policy, since 
many of the clauses of a standard policy are not contained in 
the certificate. His argument is further supported by the fact 
that the master policy runs one year from its date but agrees 
to furnish certificates of insurance running one year from the 
date of sale of the car, so that the insurance holds for several 
months after the expiration of the master policy. In fact, the 
certificates may be binding for practically one year after the 
expiration of the master contract, in cases where sales are 
consummated on its final date. 

Mr. Bennett also said that several other points, not yet 
touched upon, will be brought up in the Wisconsin hearing. 

Hartwell Cabell, counsel for the Palmetto Fire, opened the 
hearing in New York by reviewing the leading particulars of 


4 


the contract between the Palmetto and the Chrysler (Co. | 


poration. He pointed out that the contract is drawn to cove 
future insurable interest as it may appear, notwithstanding th 
fact that the cost of the insurance is absorbed in the purchag 
price. 


Tue New York HEARING 


Mr. Cabell claims that the contract is a Michigan one, an 
that therefore the New York department has no control, He 
cited a number of decisions which he claimed upheld thi 
opinion. Mr. Cabell admitted that the rate charged is a fy 
one, without regard to various hazards or locations, but cop. 
tested the right of the Superintendent to compel the filing 
of rates or to cancel its license for refusal to do so. 

Mr. Fowler questioned the jurisdiction of the court, claim. 
ing that action should have been brought in the Northem 
district because of the fact that the action was brought agains 
the superintendent in his official capacity and his official office 
is in Albany. This point brought out a great deal of argu. 
ment and may be waived if the consent of Attorney General 
Ottinger is obtained. 


ALABAMA SITUATION 


Frank N. Julian, superintendent of insurance for Alabama, 
acting on the opinion handed down by the State’s attorney 
general, has informed the Palmetto Fire Insurance Company 
that its license will be revoked as of August 24 if it is dem- 
onstrated that the company has insured any cars in Alabam 
under the Chrysler plan of automobile insurance. 

J. Fred Johnson, Jr., assistant attorney general, has ex- 
pressed his view of the situation by pointing out that although 
the Palmetto’s so-called “master policy,” as well as the cer 
tificates issued in accordance with it, is a Michigan contrac, 
the insurance does not go into force until the car is sold by: 
dealer in Alabama. Of course, this applies to Alabama alone, 
but the assistant attorney general has held that Alabama, 
through its insurance department, has the right to debar the 
Palmetto from the State. 

The lengthy opinion of the assistant attorney general als 
takes up the question as to whether the Chrysler agents at 
insurance agents and must procure licenses as such. With 
respect to these, the opinion says: 

They have absolutely nothing to do with the contract. They 
solocit no insurance, have no connection or correspondent 
whatever with the Palmetto company, did not put the msur 
ance on the car and cannot take it off. They do not recett 
or transmit the certificate of insurance, nor do they collect o 
remit any premiums, nor did they do any act or thing ™ 
making or consummating the contract of insurance. In my 
opinion there is no reasonable tiniterpretatton jof the lav 
whereby they may be deemed to be insurance agents on the 
above-stated facts, and hence they may not be required to pr 
cure licenses as such, 
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ACCIDENTS DUE TO FIREWORKS 

HE American Museum of Safety 

and the National Committee for 
the Prevention of Blindness have issued 
a statement in which they present an 
analysis of Fourth-of-July accidents 
caused by fireworks. The document, 
signed by Arthur Williams, president of 
the Museum, and Lewis H. Carris, man- 
aging director of the committee, shows 
that fireworks used on the Fourth of 
July, this year, were responsible for the 
death of 111 persons and the injury of 
1,030, The majority of those killed were 
children. The statistics are based on re- 
ports from 500 cities in 36 States and it 
is more than probable that the totals for 
the entire country would be much greater. 
It is noteworthy that New York City, 
with its restrictions governing the sale 
and use of fireworks, had only 10 casual- 
ties from fireworks; while many smaller 
centers had double that number. 

St. Louis reported 133 persons injured, 
of whom 73 were seriously hurt. In 
Pennsylvania, the city of Pottsville listed 
21 casualties ; Scranton, 13 ; Lock Haven, 
12; and Altoona, 12. Detroit had 27 per- 
sons injured, while Bayonne reported 19; 
Hartford, 17; Chicago, 16; Elmira, 11; 
Waterbury, 9; Wheeling, 8; Kansas City, 
7; Butte, 7; Spokane, 6; Hibbling, 6; 
Cleveland, 5; Denver, 5; Los Angeles, 
4; San Francisco, 4; and Dallas, Phila- 
delphia and Providence, 3 each. About 
800 of the total number of accidents actu- 
ally occurred on July 4, and more than 
200 took place before or after that date. 


The statement given out also showed 
that only 62 arrests were made in con- 
nection with Fourth-of-July accidents 
this year. It further indicated that, of 
the injured, 148 would probably lose the 
sight of one or both eyes, 79 had been 
disfigured through the loss or mutilation 
of bodily members, and 2 had lost hear- 
ing and speech. One paragraph of the 
statement says: 


If a record had been kept of the casualties 
resulting from the use of fireworks since 1776 
it would undoubtedly be found that more per- 
sons have been killed and injured during cele- 
brations commemorating our Independence 
Day than were killed and injured during the 
Revolutionary War. 


Dealing with the methods whereby fu- 
ture celebrations of this character can be 
controlled so as to reduce the total num- 
ber of accidental deaths and _ injuries 
caused by fireworks, the statement con- 
cludes : 


The fact that in New York City among a 
population of more than six million there were 
only ten casualties and that in Chicago among 
a population of more than three million there 
were only sixteen casualties, is convincing evi- 
dence of the effectiveness of restrictive legis- 
lation, properly enforced. Most of the casual- 
ties reported in this study occurred in the 
smaller cities where fireworks are still being 
sold to children of any age not only during 
the Fourth of July but long before and after. 

The obvious remedy is the enactment and 
enforcement of legislation restricting the sale 
of fireworks to adults, together with a greater 
discrimination on the part of parents in the 
distribution of fireworks among children and 
far more supervision of the use that children 
make of fireworks. 





FFICERS of the General Staff of 

the United States Army have taken 
a new method of showing their recogni- 
tion of the value and dependability of life 
insurance. They have recommended to 
Secretary of War Weeks, and to Acting 
Secretary of War Davis during the for- 
mer’s illness, that free government life 
insurance policies be given to aviation 
officers and men on flying duty; these 
policies to be in lieu of the extra flight 
pay now granted. The extent to which 
government war-risk protection helped 
to popularize life insurance will be re- 
called by everyone, and this latest pro- 
posal for the utilization of life insurance 
will undoubtedly do much to bring the 
idea of insurance protection home to a 
great many more individuals in military 
and civilian circles. Aviators point out 


z 


that with the extra flying pay now al- 
lotted them while actively engaged in air 
work, they could secure more life insur- 
ance through regular channels than the 
present plan offers; but whether the 
scheme is approved or not, it will serve 
to show that those in high authority have 
again put the stamp of approval on life 
insurance as a saving and a protection. 
The cumulative effect of this cannot be 
reckoned directly in dollars and cents of 
insurance in force, yet it will be worth 
a great deal to life insurance companies 
all over the country. 





Dr. Hoffman Has Narrow Escape 


Dr. Frederick L. Hoffman, consulting statis- 
tician of the Prudential Insurance Company of 
America, had a narrow escape from death 
during a recent airplane flight at Vancouver, 
B. C. In the furtherance of his aviation acci- 
dent investigations Dr. Hoffman had arranged 
for a flight from the Canadian Government 
Air Base at Jericho Beach, Vancouver, 
through the courtesy of the Royal Air Force, 
with Col. Tudholm, commander, who, on 
August 10, left the ground in a new Curtis 
seaplane for a flight over Vancouver and 
adjacent waters. The weather was rather 
foggy and the wind was rather high but other- 
wise the outlook was favorable. After ascend- 
ing to a height of about 2000 feet something 
gave way in the motor and the plane came to 
a dead stop with indications of a fire in the 
engine cockpit. With admirable promptness 
the commander started to glide to the water 
below, reaching the surface at a point very 
distant without difficulty. In the meantime, 
all within the space of three minutes the fire 
had been put out by the mechanic by means 
of an extinguisher. The plane had settled in 
fairly smooth water about a third of a mile 
from shore and being observed by two boys 
the occupants were safely taken off in a leaky 
boat and later taken to the air base in a motor 
car. Quite recently Dr. Hoffman made a 
flight over Lake Winnipeg from the Canadian 
Forest Patrol Station at Victoria, B. C., fol- 
lowing several flights over Boston and New 
York. It is probable that Dr. Hoffman will 
make flights from the United States air bases 
at San Diego and El Paso before he returns 
from his Western trip. 


Life Insurance Business in First Six 
Months of 1925 

Tue Spectator has secured figures of the 
life insurance business for the first six months 
in 1925 from the various companies as fol- 
lows: Guardian Life of New York, $20,818,- 
726; Home Life of New York, $18,052,146; 
Manhattan Life, $7,344,390; Mutual Life, 
$234,485,331; United States Life, $2,845,315; 
Morris Plan, $8,246,000, and Western Union, 


$8,507,484. 
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NEW YORK LIFE REPORT 





Tremendous Business Transacted in 
Empire State 


ISSUED EARLIER THAN USUAL 


James A. Beha Is Sixty Days Ahead of 
Last Year—New York Report Reflects 
Progress Throughout Country 
James A. Beha, New York State Superin- 
tendent of Insurance, will issue Part II—Life 
Insurance—of the 1925 report of his depart- 
ment early this week, about sixty days in ad- 
vance of last year. Copies will be supplied to 
the interested companies, to insurance depart- 
ments of other States and the insurance press. 
As nearly all the larger life companies of 
the United States do business in the State, the 
New York report reflects closely the progress 
of life insurance throughout the United States. 
The 1925 volume reveals a continuance of the 

large advances made in recent years. 





The assets of the thirty-eight companies re- 
porting to the New York Insurance Depart- 
ment, at the beginning of 1925, exceeded nine 
billions of dollars, nearly half of which is held 
by New York State companies. 


Owing to the increased activity of life in- 
surance companies in the mortgage loan field 
during recent years, it is of interest to note 
that their investments of this class totaled $3,- 
465,019,019, at the opening of the current year, 
or little short of half a billion in excess of 
one-third of the total assets held by the com- 
panies of this class. The mortgage loans on 
farm properties total about a quarter of a bil- 
lion less than loans on other properties. 


Surplus and special funds (including $17,- 
964,000 capital) over all liabilities possessed by 
the thirty-eight companies amounted to $633,- 
873,260, considerably over one-half being heid 
by New York State companies. 

During 1924 these companies had an income 
of $2,255,400,270 and made disbursements of 
$1,545,801,823. Of the last amount $1,080,- 
297,043 went to policyholders or their bene- 
ficiaries, 

As compared with the year previous, the life 
companies reporting to New York show in- 
creases for 1924 as follows: In assets, $78s,- 
808,294; liabilities, $670,044,708; income, $228, - 
118181; disbursements, $115,719,106. 
The aggregate number of policies in force 
= companies authorized in New York on 
ie 
ordinary ¢ Bp a nett ig 
a 41,787,216,163, industrial $0,83s,- 
Peis of fraternal and assessment 

; 740,906,076 carried by societies and 
associations authorized in New York will make 
an aggregate of life insurance carried by all 
organizations reporting to New York of $58,- 
raps which is about 80 per cent of the 

urance in force in the United States, 


Not consider} = - 
an onsidering the Federal war service insur- 
ce, 


capital of $250,000 and no surplus. 
December 31, 1924, the examiners reported a 
surplus to policyholders of $1,268,693, of which 
$344,222 consisted of unassigned funds. 
insurance in force at the end of 10924 was 
$34.221,385, of 
written in Utah. 


Western farming conditions. 
found that the company is pursuing a sound 
policy with regard to this feature of its busi- 
ness and express confidence that the assets are 
being conserved in the best possible manner. 


The status of life insurance in the State of 
New York is indicated as follows: 

Policies issued in 
for $1,477,731,389; group 228, for $323,057,810; 
industrial 1,778,431, for $490,080,166. 

Policies in force on January 1, 1925, ordi- 
nary 3,260,575 for $7,753,255,733; group 1559, 
for $738,383,327; industrial 11,386,484, for $2,- 
176,065,922. 

Premiums received in New York on these 
classes during 1924, $376,480,557; claims in- 
curred, $100,754,058. 


BENEFICIAL EXAMINATION 
Salt Lake Company Makes Excellent 
Showing 


The character and ability of Lorenzo N. 


Stohl, second vice-president and manager of 
the Beneficial Life Insurance Company, of Salt 
Lake City, were highly extolled in a recent 
convention examination of the company. 
examiners pointed out that to him “is due prin- 
cipally the success of the company and _ its 
present high standing in the insurance world.” 


The 


The company was organized in 1905 with a 
As of 


The 


which over $22,000,000 was 


The company has written business on a num- 


ber of plans but now writes only ordinary life 
non-participating business, with the exception 
of a small amount of group business. 
has over $6,000,000 of deferred dividend busi- 
ness on its books. 


Tt still 


A large proportion of the assets of the com- 


pany are in real estate and mortgage loans. 
Most of 


through foreclosures, due to the depression in 


the real estate has been acquired 


The examiners 


1924, ordinary 495,208, 





LIFE CELE- 
BRATION 


MANHAT TAN 





Agents Meet in New York for 
Seventy-Fifth Anniversary 


PRESIDENT LOVEJOY SPEAKS 





Company Plans to Increase Activities— 

New Research Department to Give 

Added Service to Agents 

Celebrating the seventy-fifth anniversary of 
the founding of their company, about sixty 
agents of the Manhattan Life Insurance Com- 
pany, New York, met in the Hotel Astor, New 
York, on Tuesday afternoon, where they were 
called to order by John F. Roche, vice-presi- 
dent of the company. 

Thomas E. Lovejoy, president of the com- 
pany, was first introduced, but spoke for only 
a few moments, dwelling upon the progress of 
the company during that time. He pointed 
out that the agents of the company have 
every reason to be proud of the present stand- 
ing of the company. He then introduced 
James Elton Bragg, recently elected vice- 
president of the company, to whom he gave 
great praise. 

Mr. Bragg, in whose hands the conduct of 
the meeting was placed, laid out his program 
of lectures which will be presented in four 
short business sessions. The gist of these lec- 
tures appears elsewhere in this issue of THE 
Spectator. He then outlined briefly his plans 
for pushing the company forward, a move- 
ment which will start at once, without wait- 
ing for the beginning of the year. In fact he 
devoted the meetings to showing the men, by 
methods thoroughly tested, how they may se- 
cure $50,000 of new business during the re- 
maining four months of the year. 

Tt was evident to a disinterested 
that Mr. Bragg won at once the confidence of 
his agents. It may safely be predicted that 
the company will make rapid progress from 
now on. The agents are enthusiastic for a pro- 
gram of upbuilding and they will be backed 
to the limit by the officers. 


(Concluded on page 11) 


observer 





SEMI-ANNUAL STATEMENTS AS OF JUNE 30, 1925. 


LIFE COMPANIES ENTERED IN GEORGIA 


Below ate shown the principal items from the semi-annual statements of a number of companies entered in 


Georgia, This table will be expanded from week to week until complete. 
Cash Admitted Net Cash Claims 
Capital Assets Surplus Premiums Paid 

American Bankers, Ill.............. $400,000 $3,851,559 $73,347 $1,202,196 $440,856 
Bankers Reserve Life, Neb......... 100,000 15,856,171 1,564,806 1,732,807 243,516 
American Central Life, Ind......... 137,000 12,104,930 359,318 1,529,415 469,062 
Conservative Life, W. Va........... 325,000 3,642,047 250,822 539,345 116,181 
Empire Mutual Life, Mo........... 100,000 170,225 35,062 41,724 2,000 
Equitable Life Assurance, N. Y..... 100,000 750,930,236 87,638,760 79,747,694 23,851,684 
oS Oe eae ere 300,000 8,428,093 23,202 2,277,206 703,968 
buy) 8 SO | eae eee 100,000 18,539,143 514,530 2,356,281 690,992 
Geni City Eile, Oe... kc ese 200,000 1,002,764 47,738 204,217 46,705 
Guarantee Fund Life, Assn., Neb.... =... . ..- 8,902,379 7,014,519 1,392,070 445,919 
Este ins. Ca. OF Vain Ve novice cee ve 2,500,000 43,915,472 3,298,527 4,992,730 1,207,025 
Manhattan. Erle, N.Y... 6 cee cece 100,000 18,951,471 1,129,861 855,455 698,381 
Maryland Life, Md... .....-sccccce 100,000 4,982,278 346,478 250,631 115,356 
Mass. Mutual Life, Mass........ eee. A cee bis. 2), ere leet. eae eapeeteeaee 
Morris Plan Ins. Society, N. Y...... 200,000 428,433 138,986 195,333 26,448 
Mutual Benene LH IN, Jiccccsceens see wees 402,839,042 SEG CGS Sexes 8 20S eee 
National Eile Adem. Towa. ...5:2.5: | ssceasescs PAC Sere 808,522 263,460 
New England Mutual Life, Mass.... = ........ 160,904,678 14,178,082 11,616,904 4,382,045 
New MOG NG IN Week cceesexae)  kacneedan ROGRCIRSGR 0 keseseee 80 seciceas “sermmaaes 
Pan American Life, La............. 1,000,000 15,501,474 1,042,593 1,937,051 418,255 
Provident Life and Accident, Tenn. . 300,000 2,426,678 350,205 _ 1,535,328 695,054 
Rockford Life Ins. Co., Ill.......... 200,000 1,605,618 150,209 Wf 220,384 19,698 
State Mut. Life Assur. Co., Mass.... § «see. 94,688,090 8,938,478 " 7,547,559 2,458,667 
Travelers Insurance Co., Conn...... 10,000,000 352,585,022 16,916,361 ““ 59,297,128 24,352,260 
Union Central Life, Ohio........... 2,500,000 213,875,130 11,943,977 F 16,492,473 6,655,073 
Volunteer State Life, Tenn......... 1,000,000 10,413,522 000 951,553 236,222 
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A Campaign in Behalf of Women 
and Children 


Fifth Extract 


The Life Income Policy already described is in many respects 
the best of its kind, but the newer contract referred to in the 
following extract from the book entitled INCOME INSUR- 
ANCE is more attractive to many men who are fathers as well 
as husbands: 


‘Although the return under a Life Income contract can never be less, and may be more 
than under a policy payable in a single sum, it is nevertheless true that after all the instalments 
have been paid nothing will remain, and this objection has proved an obstacle in placing Life 
Income insurance in certain cases. Consequently the Guaranteed Investment Policy has been 
framed. This contract is issued on the “‘life’’ form only, because that is the only form that 
accurately carries out the object aimed at: namely, an income for life to begin at the death of the 
Insured but not before. 


“This policy provides for the payment of an income of 5% to the Beneficiary for life. To 
this an Excess Interest Dividend will be added bringing the total income up, if prevailing condi- 
tions continue, to more than 6%. 


‘On the death of the Beneficiary the face value of the policy will go intact to some survivor 
or survivors. 


‘This is an admirable policy for the man who wishes to provide a liberal income for his wife 
as long as she lives, without encroaching upon the face value of the policy. 


EXAMPLE 


‘““A man of 35, whose wife is 30, takes a Guaranteed Investment Policy on the Ordinary 
Life form for $25,000. For this he must pay an Annual Premium of $863.50. This is equivalent 
to $71.95 a month. 

“This policy will mature at his death, and thereafter his wife will receive an income of 5% 
on $25,000, increased by an Excess Interest Dividend. If the latter is at the rate of 1.4%, she 
will receive 5% plus 1.4% or 6.4%. 

“Tf this were a policy of the ordinary kind, the interest guaranteed would be only 3%. But 
this is a composite contract consisting of an Ordinary Life Policy, combined with a small Sur- 
vivorship Annuity for which a slight additional charge is made. The effect of this is as follows: 
The Ordinary Life part of the contract yields 3% interest, and the Survivorship Annuity pro- 


vides an additional 2°%. The result is that the total income to the original Beneficiary is 5% 
for life plus any Excess Interest Dividend that may be declared. On the death of this 


Beneficiary the $25,000 will be payable to the succeeding beneficiary or beneficiaries. 


“It is important to note that this income is not exclusively interest, but consists in part of 
the proceeds of the Survivorship Annuity embodied in the contract.” 
y 


The Equitable has openings for young men of some general 
experience to sell these attractive policies. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


3903 SEVENTH AVENUE, NEW YORK 
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How to Pay for $50,000 or More During the 
Remaining Months of 1925 


By James ELTon 


Vice-President, Manhattan 


These few simple suggestions are offered to 
those of you who are sincere in your desire to 
do your utmost in closing business during the 
remaining four months of 1925. 

Your problem is this: How can you obtain 
the greatest number of effective interviews 
with your best prospects during the months 


of September, October, November and Decem-- 


ber? 


SeLecTING Your Prospects 
Let us analyze this problem. First of all, 
who are your best prospects ? 

In answering this question, keep your aim in 
mind—paid-for business. You are not inter- 
ested primarily in doing “missionary” work at 
this time. You want applications. 

Obviously, the persons whom you had ex- 
nected to sell are your “warmest” prospects. 
Put the cards bearing their names in the front 
of your file box. 

Your policyholders come next. 
your list of policyholders and weed out the 
names of those who for some specific reason 
could not buy life insurance during the next 
four months. All the others are good pros- 
pects. You know them; they know you. You 
are familiar with their needs for life insur- 
ance, and with their personal peculiarities. 
They will give you a hearing, if you have 
something worth while to say. 

The third groun of prospects would be those 
persons whont you have interviewed, but who 
have “nut you off” until sometime next year. 
You have already started them on their way 
to buying life insurance. Maybe you can close 
them now if you will talk to them earnestly 
and forcefully. ; 


Go over 


Your FRIENDS 

Your fourth group of prospects would be 
those persons with whom you are acquainted 
hut with whom you have never discussed life 
insurance. If I may digress a moment, I sug- 
Rest to those of you who have recently come 
into our business, that you make up imme- 
diately a list containing the name of every 
man, woman, and child in your territory who 
knows you. This would be the finest prospect 
list that you could have. The people who know 
You are the ones who will willingly grant you 
a hearing. And you will be “at home” with 
them. 

Your fifth group of prospects would be 
Strangers, the so-called cold canvass prospects. 
T suggest the following principle to guide you 
m selecting strangers as prospects : Select 
those Persons with whom you have the most 
1 common, socially and intellectually—persons 
with whom you can be companionable—persons 
With whose Problems in life you can be syma- 


ee Pettons “language” you can 
speak, ; 


whose 


3RAGG, 


Life Insurance Company 





In conducting the agency meeting of 
the Manhattan Life Insurance Company, 
James Elton Bragg, vice-president, deliv- 
ered a series of lectures, from which the 
accompanying article is an excerpt. He 
has dealt with a practical problem in a 
very practical manner.—Enttor’s Note. 











Make up a list of all the interests that you 
have had in life—your school, college, church, 
lodge, former occupations, neighborhoods in 
which you have lived—every interest which has 
brought you into contact with other people. 
Then, as vou think of each one of these inter- 
ests, put down the names of the persons who 
are associated with it in your memory. If pub- 
lished lists of names are available, get them-— 
for instance, the alumni lists of your school 
and college, the membership lists of the 
churches which you have attended, ete. 


BEGINNING THE CAMPAIGN 

After you have selected your prospects, the 
question arises: in what order shall you call 
on them? And the answer is obvious. Call 
first on the prospect who is most nearly sold. 
Start with your “warmest” prospects and work 
toward the “cold” strangers. Call on your 
groups of prospects in the order in which I 
have named them. And remember, your aim 
is to write applications. Begin to write them 
to-day. Stimulate yourself with success at the 
very beginning of this intensive campaign. 
The application which you get to-day will put 
you in the proper frame of mind to get an- 
other to-morrow. Like a snowball coming 
down hill, you will roll up a store of courage 
and efficiency as you go along. And when you 
get to the strangers on your list, you will be 
ready for them. 


Routine Your CALts 

Your next question is this: How will you 
route your calls and schedule your time in 
order to obtain the greatest number of inter- 
views with the prospects whom you have se- 
lected? And again, common sense furnishes 
the answer. You will group your prospects by 
districts and neighborhoods in your territory. 
On Monday you will call on the prospects in 
District A: on Tuesday you will work in Dis- 
trict B. 
the minimum the time required in going from 
prospect to prospect. 
self foot work, you will conserve the greater 
part of your time for personal contact with 
the prospect himself. 
do in 


In other words, you will reduce to 


Through saving youwr- 


Tt is what you say and 
the presence of the prospect which 
brings the application—not the energy you ex- 
pend in reaching his office. The less time yor 
spend in traveling, the more time you will 


9 


have for talking, the greater will be the num- 
ber of your interviews. 


SCHEDULING YouR TIME 

And how much time each working day are 
you willing to give to your work? Wouldn't 
this be a reasonable schedule? From nine 
o'clock in the morning until five in the after- 
noon vou will devote your energies exclusively 
to the work of calling on prospects. You will 
do your other work—preparing proposals, 
keeping records, writing letters—before 9 a. 
m. and after 5 p. m. In other words, during 
the business hours of the day you will con- 
centrate on the work which brings direct re- 
sults, interviews with prospects. 

And let me suggest that you forget the tradi- 
tion which has been built up by lazy city sales- 
men to the effect that prospects can not be seen 
before ten in the morning, nor between noon 
and two o’clock, nor after four in the after- 
noon. It is true that the best time to see cer- 
tain prospects is between ten and twelve in the 
morning, or two and four in the afternoon. 
3ut there are hundreds of persons in every 
community who can be interviewed at any time 
between eight in the morning and six in the 
evening. Simply use a little common sense in 
selecting the types of prospects upon whont 
you will call in the hours following the dawn 
and just before twilight. And, of course, don’t 
call on members of the ‘“Three-Hours-for- 
Lunch Club,” between twelve and two in the 
afternoon. 


Maxkinc Your Quora 

In addition to selecting your prospects, rout- 
ing your calls, and scheduling your time for 
this four-months’ campaign, would it not be 
well also to set some standard by which to 
measure the effectiveness of your efforts? 

There are just eighty-four full working days 
and sixteen Saturdays between September 1 
and December 31. 

Would you be willing to enter into such an 
agreement as this with yourself: “It is here- 
by agreed between me, the salesman, and my- 
self, the executive, that the salesman shall have 
not less than four interviews every Monday, 
Tuesday, Wednesday, Thursday and Friday, 
and not less than two interviews every Satur- 
day, between September 1 and December 31. 
It is our understanding that an interview is the 
personal presentation of a definite proposal of 
life insurance to the prospect for his accept- 
ance or rejection” ? 

Live Up to Your IDEALS 

If you will make, and then live up to such 
an agreement, you will have—each one of you 
—three hundred and interviews. 
The least efficient one of you will average not 
less than one application for. every fifteen in- 
terviews, or a total of twenty-five cases. Your 
applications will average at least two thou- 
sand dollars each. Your minimum production 


sixty-eight 


will be fifty thousand dollars. 

Keep these few simple suggestions in mind 
in planning your work for the remaining four 
Pick your prospects inteili- 


months of 1925. 
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gently, route your calls, schedule your time, set 
yourself a definite task, do your work faith- 
fully, and you can not fail to bring in a satis- 
factory business during the remaining four 
months of 1925. 


ACACIA MUTUAL MAKES FINE 
SHOWING 


President William Montgomery Addresses 
Members of Association On Lapses 


The question of lapses, ever an important one 
in the life insurance business, has been very 
ably handled by William Montgomery, presi- 
dent of the Acacia Mutual Life Insurance 
Company, Washington, D. C., in the fifty-sixth 
annual report of the board of directors. He 
addresses the members of the Association in 
a manner not only convincing to them but also 
widely commented upon in life insurance 
circles. In view of the interest expressed in 
Mr. Montgomery’s dissertation, THE Sprcra- 
TOR presents it in full as follows: 


The other matter is the problem of lapses 
of life insurance policies with their attendant 
loss to the people who lapse them as well as 
to the companies issuing them, and the sub- 
sequent burden in the matter of cost it places 
upon those who continue their policies, a 
burden as unnecessary as it is undesirable. 
There seems to be an almost universal opin- 
ion among the people generally that a lapsed 
policy means a profit to the company; such, 
however, is not the fact. Instead of a profit, 
there is a direct loss to the company on every 
policy that lapses, particularly those that lapse 
in their first or second years. This loss to 
the company must, of course, be borne by the 
policyholders—it increases the cost of their in- 
surance by reducing their dividends. There 
is another loss attendant upon all lapsed poli- 
cies that must not be lost sight of, that is, 
the loss to the people who took these policies 
and then allowed them to lapse, in that, as a 
matter of fact, where the policy lapses in its 
first or second year, they receive practically 
nothing in return for the money they paid on 
the policv, besides which, when thev take an- 
other policy thev have to pay a higher pre- 
mium because of increased age. Thus, there- 
fore. there is a double loss in the transaction— 
the loss to the person who took the policy and 
the loss to the company that issued it. Exper- 
ience proves that the larger part of the lapses 
in all life insurance is in the first and second 
policy years. It is estimated that there is a 
direct loss to the company of at least $10 on 
every thousand dollars of insurance that lapses 
in its first year. In 1923, the latest figures 
available, the companies of the United States 
lapsed, exclusive of industrial insurance, almost 
two billion dollars of insurance. representing 
over nine hundred thousand policies. As the 
people who held these policies really lost all 
they had paid thereon, where the policies were 
lapsed in their first or second years, you can 
readily imagine the enormous loss attendant 
upon the transaction. 

There are two classes of lapses—the avoid- 
able and unavoidable. A certain percentage of 
the business will lanse because of changed con- 
ditions or the inability of the policyholder to 
keen up the policv: this cannot be provided 
against. I am. therefore, speaking particn- 
larly of the avoidable lapse for which there is 
no good reason or excuse. Judged by the 
lapsation of policies in life insurance com- 
panies generally, the lapses of this Association 
are well below the average. I bring the mat- 
ter to your attention, therefore, not as a prob- 
lem peculiar to this Association, but one 


f a 
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affecting all life insurance companies, and one 
which, in justice to their policyholders, as well 
as to the public generally, the companies must 
find a solution for. 

It seems to me that the companies them- 
selves are, to a very large extent, responsible 
for this enormous lapse, in that they have 
established as a standard the volume of busi- 
ness that an agent produces, and not the 
amount of his net gain. By net gain I mean 
the difference between the business paid for 
and the amount that continues on the books, 
after deducting lapses and terminations. Speak- 
ing for this Association, we have decided that 
our standard will be the amount of business 
the agent keeps in force and’ not the amount 
of business that he pays for. This principle, 
after a consultation with our field force, was 
inaugurated at the beginning of this year, and 
thus far the results have been satisfactory. 

The laws have so standardized the policies 
issued by the old line legal reserve companies 
that there can be very little difference in the 
benefits, privileges and conditions offered by 
any of them, and, in the end, even in the mat- 
ter of net cost, there is not a great deal of 
difference. The companies are all under the 
supervision of the insurance departments of 
the various States, they are all safe, sound and 
reliable. Why, therefore, should a man lapse 
a policy in any old line company to take one 
in another? Brethren, the agent who induces 
you to lapse a policy in any old line company 
to take one with him has not your interests at 
heart, and he has not the best interests of life 
insurance at heart; he is looking to his per- 
sonal profit in the transaction and not to the 
loss that both you and the company in which 
you hold the policy will sustain by the transac- 
tion. “The Business That Stavs Is the Busi- 
ness That Pays” is a slogan of the life insur- 
ance business, and it is absolutely correct. The 
only business that in the end is profitable to 
the insured and to the company, and, also, in 
the final analysis, to the agent, is the business 
that continues. 

Appreciating the enormous waste and loss 
this lapse evil entails, both to the insured and 
to the companies, and appreciating further that 
dealing with Masons exclusively it is more 
incumbent upon us—indeed it s_ obligatory 
upon us—to prevent, as far as possible, this 
waste and loss to our members, and to remedy 
this evil in the business, we adjusted our 
agency contracts so that we put a premium 
upon the conservation and continuance of the 
business, instead of on _ production. Our 
agency contracts now provide that an agent’s 
compensation shall be increased in proportion 
to the business that continues in force: thus, 
therefore, under this contract, the longer an 
agent continues with this Association, the more 
profitable the contract is to him and the more 
profitable he is to the institution. Incidentally. 
this also makes for continuity of service and 
tends to reduce the enormous labor turnover 
with its attendant loss that there is in the 
agency department of all life insurance com- 
panies. 

In our further endeavor to eliminate lapses, 
each agent is required to sign an agreement, 
under penalty of cancellation of his contract 
and license, that he will not induce a policv- 
holder to lapse a policy in any other companv 
to take one in this Association. We naturallv 
and properly think the policies of this Asso- 
ciation are the best, but, regardless of this, we 
must be fair to the other fellow and we must 
not permit a Mason to lapse a policv in anv 
other company to take one here, because he 
will not profit by the transaction. Brethren, 
I appeal to you for your heartv co-operation 
with us in the elimination of the lapse evil. 
Do not lapse a policy in this Association for 
any reason whatsoever, without first taking 
it up with one of our branch managers or the 


home office direct, and do not lapse a policy 


Io 


in any old line company until you have taken 
the matter up with them. 

The annual statement of the Acacia fys 
recently been presented to the membership of 
the Association and conclusively shows. tha 
the company is continuing the excellent grows, 
which has characterized its work during the 
past few years. The assets, as shown by the 
auditing committee of the board of directors, 
amount to $12,365,815. The reserves, calcy. 
lated on the basis of the American Experience 
Table of Mortality at 314 per cent, amount to 
$10,734,391, and the surplus is given as $1. 
248,501. The insurance account shows the in. 
surance in force to be $174,625,300, with &%, 
835 policies in force. There was issued during 
the year a total of $38,148,700 on 16,654 poli- 
cies. 


Northwestern National Life Insurance 
Company Holds Successful Agency 
Convention 


Passing of the two hundred million insurance 
in force milestone was celebrated by nearly 
two hundred agents of the Northwestern Na- 
tional Life Insurance Company, of Minneap- 
olis, at the home office, August 10 and 11. The 
convention was the first to be held in the new 
home office building, which was completed a 
little over a year ago. 

The program covering the events of the two 
days’ session proved profitable and interesting 
to the agents, who earned the trip by reason of 
writing a specified volume of insurance dur- 
ing the past year. 

The business program was well balanced 
with entertainment and recreation, and a 
special social program was prepared for the 
wives of the agents who attended. 


Henry W. Cook, vice-president of the com- 
pany, presided at the opening session. Gov- 
ernor Theodore Christianson welcomed the 
agents to Minneapolis in a brief address, i 
which he characterized the life insurance bus'- 
ness as one of the greatest forces of co-opera- 
tion. The governor also added that confidence 
in the local company was shown by the fact 
that over fifty million of the company’s two 
hundred million is held in the State of Minne- 
sota. 

Following the governor’s welcome, T. F. 
Wallace, one of the company’s directors, wel- 
comed the delegates on behalf of the board. 
A. W. Crary, of North Dakota, responded for 
the agents. J. S. Hale, actuary of the com- 
pany, spoke on “Our Aim and Outlook,” and 
J. S. Keena, general agent at Cincinnati, spoke 
on the “Possibilities of Northwestern Natronal 
in the Field,” in which he referred to the i" 
pany’s new policies as a means of meeting al 


The concluding talk at the morning 


needs. Me 


session was given by R. E. Saberson. 
Saberson, a successful sales manager in other 
lines, touched on the wonderful possibilities 
awaiting the life insurance salesman who 5 
fully awake to all the opportunities for set 
vice which life insurance offers. 
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Louisiana Delegates to Kansas City Meet- 
ing of Life Underwriters 

Louisiana will be well represented at the 
meeting of the National Association of Life 
Underwriters to be held on the 20th of Sep- 
tember at Kansas City by the following dele- 
gates appointed by President Epes, president 
of the Life Underwriters Association of Louis- 
‘ana: Wm. Henry Brown, Equitable; Peter 
Epes, Fidelity Mutual; Dorion Fleming, Penn 
Mutual; J. M. Goldsmith, Prudential; R. F. 
Lawton, Mutual; B. B. McFarlane, Pan-Amer- 
ican: Henry J. Mann, Metropolitan; Jas. W. 
Smither, Union Central; T. D. Wharton, New 
England Mutual; F. S. Whitten, Equitable. 

My old friend, T. D. Wharton, of the New 
England Mutual is back from his vacation 
looking the picture of good health. Teddie 
spent his vacation in New York and in old 
Virginny and returns to us with a mens sana 
in corpore sano animated by a spirit of in- 
nate amiability and unfailing cheerfulness 
which, like the old woman and her music, he 
carries with him wherever he goes. 

O’ Hacerty. 


Plans for Meeting of Indianapolis Life 
Agents 

INDIANAPOLIS, IND., August 17.—Plans are 
being made by officials of the Indianapolis Life 
Insurance Company for the annual meeting of 
the Counselors’ Club, an organization of agents 
of the company. The meeting will be held in 
Indianapolis, August 25, 26 and 27 at the new 
home office of the company. A. H. Kahler is 
president of the club. The agent who pro- 
duces the largest amount of insurance in the 
fiscal year is president and the vice-presidents 
are chosen in a similar manner. To be a 
member of the club the agent must write $125,- 
000 of insurance during the year. The pro- 
gram will consist of an open house and re- 
ception at the office, banquets, picnics, a golf 
tournament, swimming, shooting and business 
sessions. Frank P. Manly, president of the 
company, plans to entertain the club at a beef- 
steak grill and entertainment at his country 
home near Indianapolis. 


Public Savings Life Meeting 

InpranApotis, InNp., August 17.—Field repre- 
sentatives and local officers of the Public Sav- 
ings Insurance Company conducted a two-day 
home-office celebration here recently. Repre- 
sentatives from Michigan, Kentucky, Ohio and 
Indiana attended. About one hundred were 
Present. The convention closed with a big 
dinner at the Indianapolis Athletic Club. 

The occasion was in recognition of the plac- 
ing by the company of $100,000,000 worth of 
Msurance within the last fifteen and one-half 
years. Following the banquet and dinner, 
speeches were made by officers and supervisors. 
Those who spoke were: Charles W. Folz, 
Secretary ; W. S. Wenzel, treasurer; Tom 
Jenkins, supervisor: E. J. Taylor, supervisor ; 
Arthur Miroff, manager of Detroit; J. E. 
Paquette of Toledo, O., superintendent, and C. 
E. Skelton of Mitchell, agent. W. Scott Dem- 


ing of the home office, was chairman of the 
celebration. 

Breakfast for the delegates was served the 
first morning. During the business sessions 
which followed, brief addresses were made by 
Edward G. Sourbier, president; W. Scott 
Deming, vice-president; E. E. Wishard, med- 
ical director; W. C. Billeg, assistant super- 
visor, and H. A. Benson, publicity director. 


PLANS NEW BUILDING 
Acacia Mutual Secures Large Plot Near 
National Capitol 

The Acacia Mutual Life Association of 
Washington, D. C., has announced the pur- 
chase of four acres of land within the shadow 
of the United States Capitol as a site for its 
new home office building. This property, 
which amounts to two city blocks, immediately 
adjoins the Capitol grounds on the north and 
east, and a part of it will front on the boule- 
vard provided for by Congress from the New 
Memorial Bridge across the Potomac River, 
already under construction, to the Union Sta- 
tion. 

The plans of the Association call for the 
erection immediately of a six- or seven-story, 
fireproof building on a part of the property, 
which will be used by it as a home office un- 
til the permanent home office building is com- 
pleted. This will give the Association ample 
time to study the type and character of build- 
ing it will erect as its permanent home. It is 
growing so fast that it could not at this time 
intelligently decide upon the character of 
building it needs, or the amount of space that 
it will require in the immediate future. The 
building that will be temporarily occupied as 
a home office building will be later converted 
into a unit of the housing development that the 
Association has under consideration for the 
care and welfare of its employees. 

The property is believed admirably suited to 
the uses of the Association’s business, in that 
in addition to the advantage from the Capitol 
Park and grounds, it is located within two 
squares of the Union Station and the main 
post office. It is also centrally located for the 
convenience of its Washington patrons and its 
employees, all of the street car lines of Wash- 
ington either passing its front or being adja- 
cent thereto. A material part of one square 
was occupied by a lumber yard a number of 
years ago, and the other as a flour mill. The 
property has been lying dormant for a num- 
ber of years, and the Association, therefore, 
secured it at a very low price, and was fortu- 
nate that it did not have to pay for any ex- 
tensive improvements thereon. In planning its 
new buildings and in the development of the 
new section, the Association will have the ad- 
vantage of the advice and co-operation of the 
Fine Arts Commission of Washington. The 
erection of these buildings in that section will 
create a new center in Washington and result 
in the elimination of many of the unsightly 
buildings surrounding the United States Cap- 
itol on the north. It will, therefore, be a real 
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Pyramid Life Has Unique Plan 

LittLeE Rocx, Arx., August 17.—Operating 
upon a unique plan, by which the charter pol- 
icyholders will be owners of the company, the 
Pyramid Life Insurance Company will open 
for business to-morrow, with headquarters in 
the Home Insurance building. 

During the organization period, the company 
will write only one policy, the twenty-year 
endowment on the old line legal reserve plan. 
This will be written until $10,000,000 of in- 
surance protection has been placed upon the 
books, or not less than $100,000 surplus has 
been created. Then the Pyramid Life Insur- 
ance Company will be incorporated and its cap- 
ital stock divided among the policyholders, ac- 
cording to the amount and age of their poli- 
cies. 

To insure protection the policyholder will 
be reinsured with the Reinsurance Company vf 
America, of Des Moines, Ia., which has a cap- 
ital stock and surplus of $1,000,000, according 
to H. L. Thomas, president of the Pyramid 
Company. 


Manhattan Life Celebration 
(Concluded from page 7) 

In connection with the plans to provide the 
agents with every possible aid for increasing 
their sales, Mr. Bragg announced that a sales 
research department would be at once organ- 
ized in charge of R. G. Richards, professor of 
economics at Lafayette University. Mr. Rich- 
ards is a graduate of Harvard University and 
had an extensive and brilliant business career 
before taking up a professorship. His last 
business connection was as assistant to the 
president of the American Express Company. 
He also made a notable record with the United 
States Shipping Board. 


ENTERTAINMENT FEATURES 

Frank Koehler, agency superintendent, in 
charge of the entertainment features, an- 
nounced that the party woud leave for Coney 
Island by busses at 4.30 o’clock. Wednesday’s 
program includes a visit to the Polo Grounds 
for a ball game and trip to the theater in the 
evening to see the Follies. A dinner Thursday 
evening at the Astor will conclude the conven- 
tion. 








benefit to the city of Washington as well as 
to the Acacia Mutual Life Association. 

The development of the Acacia in the past 
few years has been one of the wonders of the 
insurance world. It has now over $i9),000,000 
of business in force, and will probably close the 
year with over $200,000,000, putting it in a 
class with the large companies. The cfficers 
of the Association are: William Montgomery, 
president; J. Harry Cunningham, vice-presi- 
dent; Charles E. Baldwin, treasurer; J. P. 
York, secretary and actuary; J. B. Nichols, 
medical director. 
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Civilization Follows The Flag 


But 


The Flag Follows The Missionary 


In the same degree that 
the missionary preaches 
righteousness (right living) 

The 
Life Insurance Agent Is 
also a Missionary Preaching 
Salvation from Ignorance 
and Shortsightedness. 











The 


‘‘Righteousness Exalteth a Nation’? 


Likewise 


Life Insurance Enriches a Nation 


The : 
INTER-SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 


—Is A Good Company— 
Clean—Strong—Progressive 


If you are a clean, strong, progressive agent we may have a place for you. 


— 
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They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 





peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 


He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


Peoria Life Insurance Company 


Peoria, Illinois 

















HOLE IN ONE 


Par is two calls for the agent in 
closing the average case. 


Our circularizing plan is a 
definite help in assisting Lin- 
coln National Life agents 
around the course of the twelve 
months with a business score better than par. 
It raises their percentage of sales on the first 
call. 


Our personal letters, illustrated by colored 
reproductions from oil paintings, introduce 
the Company and establish the individual need 
for a Lincoln National Life policy. They head 
off many of the common objections which delay 
the sale. They allow the agent to get right 
down to brass tacks with the prospect on his 
first call. 


(Gocuroo uc 


The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building PORT WAYNE, INDIANA 
Now More Than $375,000,000 In Force 
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GEORGIA TAX BILL DEFEATED 
Efforts to Increase Present Burdensome 
Levy Ends in Failure 
Artanta, Ga., August 
house of representatives to-day voted down a 
clause in a bill to amend the general tax act, 
which provided for an increase in the tax rate 
on insurance companies from one and one- 
half per cent to two and one-half per cent on 
their gross premiums. The vote was 95 to 30 
and came after a heated discussion. Later an 
effort to reconsider this action was defeated by 

a 103 to 31 vote. 

Opponents of the increase pointed out that 
the taxes paid by insurance companies in 
Georgia are relatively higher than in any other 
State. Insurance companies in Georgia, it was 
stated, have loaned the people of the State mil- 
lions of dollars at reasonable interest to be 


14—The Georgia 


ued in developing and expanding the re- 
sources of the State. 
“If the Georgia legislature were to levy 


heavier taxes on the insurance companies, this 
would tend to drive the funds to other States 
where the laws are not inimical to the inter- 
ests of the insurance companies,” it was 
argued. 

The Atlanta Constitution, in commenting on 
the action of the house, says: 

To have passed the law would have been a 
tremendous blow to resident companies, pre- 
venting their expansion and subjecting them 
to the retaliatory laws of other States, where- 
by other States would impose the same tayes 
upon insurance companies of this State doing 


business in such other States as this State 
imposed upon life companies from other 
States. 


All foreign companies doing business in this 
State should be encouraged and the laws 
should be fair and equitable. Wise insurance 
laws make for the development and expansion 
of resident commanies and through the funds 
that such companies bring into the State the 
fnancial, agricultural and business interests of 
the State are benefited. 


Will Question General of New York 
August 17.—William R. 
Baker, Kansas Superintendent of Insurance, is 
prepared to asked the General Insurance Com- 
pany of New York details to its 
method of doing business before it is admitted 
to Kansas. This is the insurance company be- 
ing organized by the General Motors Company 
to write the the cars handled 
through its acceptance corporation. 


ToPeEKA, KAwN., 


for as 


insurance on 


The company has filed an application for ad- 
mission in Kansas and the application is now 
pending before the Kansas Insurance Depart- 
ment. There is another General Insurance 
Company with a Kansas charter that has an 
application pending for authority to begin busi- 


ness scl nriee : 
. There is no connection between the com- 
panies, 


The application of the General of New York 
will not be acted upon for some time. 
exactly the issued I expect to learn 

ils method of this company in doing 
business before the 

Mr. Baker, 


“—D 
>€- 


lore the certificate is 


company is admitted,” said 


to 1924 inclusive. 


OHIO FARM RATES 


Superintendent of Insurance H. L. 
Conn Points Out Reasons for 
Increases 


OUTLINES SITUATION AS IT IS 


No Jurisdiction Given to Department Un- 
less Rates Are Discriminating—Agree- 
ment Not Shown 
Judge Harry L. Conn, Superintendent of In- 
surance, has written a second letter to Gov- 
ernor Donahey of Ohio having reference to the 
increase of insurance rates on farm property 


in Ohio. 

A Congressman fronr Ohio claimed the new 
farm rates are too high and asked that the in- 
surance department intervene. Judge Conn 
rightfully took the position that under exist- 
ing laws the department has nothing to do with 
the making or settling of rates but may inter- 
vene only in cases of discrimination. In reply, 
the Congressman wrote a subsequent letter, in 
answer to which Judge Conn set forth the 
following : 

Dear Governor: 

Acknowledging receipt of a second letter 
from Charles Brand of Urbana to you, renew- 
ing the subject of insurance rates on farm 
property, since this latest letter from him con- 
tains opinions and conclusions rather than state- 
ments of fact, a brief answer only will be 
needed. 

My former letter was sufficient to advise 
him fully. It stated, among other things, that 
no department or agency of the State of Ohic 
had any authority to establish, make or fix rates 
on insurance, except in cases of discrimination. 
I reiterate that statement, notwithstanding 
Mr. Brand cites certain statutes relating to 
agreements between insurance companies. The 
sections are not relevant, for there never has 
been filed in this departnrent a single agree- 
ment of any sort between insurance companies 
as to rates nor has there been any agreement 
filed with the Ohio inspection bureau. 

With reference to the contention that stock 
company insurance rates on farm property are 
too high, the mutual companies write farm 
property on a lower basis than the stock com- 
pany rates and the farm association (or farm 
mutuals as sometimes they are called), write 
on a still lower basis. These carriers can write 
at a lower rate because their policyholders pav 
a cash premium and, in addition to such cash 
premium, an additional sum either on the 
assessment or contingent liability plan, if called 
for. The question is thus presented to every 
policyholder whether he will buy insurance 1n 
a stock company where there is no contingent 
liability, or whether he will buy in a mutual 
or farm mutual, where, as stated, he is obli- 
gated for and may be assessed additional sums. 
~ The Ohio farmers, the Home and the A&tna 
insurance companies wrote more than 70 per 
cent of all the farm business written in this 
State on the stock plan during the years 1920 
The figures of these three 
companies show a loss ratio of 77.4 per, cent 
and an expense ratio of 45 per cent, making a 
total of 122.4 per cent on farm business: that 
is to say, for every dollar collected by these 
companies on farnr business, the companies 
paid out in losses and expense more than $1.22. 

The undersigned in no wise has approved or 
disapproved the new rates, having no jurisdic- 
tion under the law so to do, but, the above fig- 
ures having been submitted by the companies, 
IT embrace them in this letter, for the com- 


13 


PREPARES TAX SUITS 
Chicago Would Collect Fire Taxes On 
Gross Premium Basis 
Cuicaco, Itt., August 17.—Announcement 
has been made by Assistant Corporation Coun- 
sel Leon Hornstein that suits against 267 for- 
eign fire companies for 2 per cent of their 
gross premiums to be paid to the Chicago 
fire department are being prepared. This is 
net viewed with any considerable concern by 
the company managers, who intimate that there 
will not be 267 such suits tried and probably 
not more than one. The question at issue is 
based upon wording of the statute covering 
this tax. Companies are informed by their at- 
torneys that they are liable for 2 per cent of 
the premiums received on property insured in 
the city, town or village where located. On 
the other hand, the city of Chicago contends 
that the companies must account for all pre- 
miums received covering property regardless 
of location, whether in the city, in the State 
or in adjoining States. The net result of the 
latter method of taxation would, according to 
the company executives, tend to double or 
treble the taxation, and would be contrary to 
intent of the lawmakers and the clear 
Until the courts have 
plan to 


the 
wording of the statute. 
declared otherwise, the companies 
continue payment of these taxes on the basis 
of 2 per cent of their Chicago premiums. 
Self-Insurance for Kansas State 
Buildings 

TorpEKA, Kan., August 17.--Governor B. S. 
Paulen of Kansas is working out a plan to 
create an insurance fund for all of the State 


Plans 


institutions. Kansas never has carried any in- 
surance on its buildings or other property, 
worth many millions of dollars. The gov- 


ernor has directed the budget director to make 
an inventory of all the property of these State 
buildings and contents, including stores and 
equipment. 


Increase in Boston Premiums 

Boston, Mass., August 17.—Boston fire pre- 
miums for the first six months of 1925, as filed 
with the Boston Protective Department, show 
aggregate premiums of $4,772,978, or approxi- 
mately 3 per cent more than for the corre- 
sponding period in 1924, when the returns 
were $4,656,778. 

The assessment voted was 2 per cent. 

Companies showing the largest returns were: 
Hartford, $106,597; Royal, $102,657; Giobe 
and Rutgers, $101,924; Home, $100,084; Etna, 
$96,865 ; Home Underwriter, $96,770; National, 
$85,300; Insurance Company of North Amer- 
ica, $82,452; Liverpool and London and Globe, 
$78,584; Boston, $72,785. 








panies are entitled to have their justification 
of an increase of rates understood by the 
people> 

With reference to your correspondent’s ob- 
servation that a failure on your part to take 
definite action will warrant criticism, no fair- 
minded person, understanding the record, will 
criticise: attacks of others will be dissipated 
by merely a recital of the facts. 
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RENEWS EKERN ATTACK 


W. Stanley Smith Makes Recommen- 
dations to Governor 








WOULD REDRAFT CODIFICATION 
LAW 





Wants Work of Collecting Back Taxes 
Continued—Unauthorized Insurance 
Hit 
Mapison, Wis., August 15.—By an official 
recommendation to the governor that the of- 
fice of attorney-general and his assistants be 
compelled to give up all offices and hold no 
retainers and shall give all their time to the 
office and that legislation to this effect be 
enacted, W. Stanley Smith, Commissioner of 
Insurance, renewed his attack on Attorney- 
General Ekern this week. The recommenda- 
tion is made in the official report of the Com- 

missioner of Insurance to the governor. 
Among recommendations in the report to the 
governor are the following: 


SuccEsTeD ACTION 


1.—Attorney-general and his staff devote 
entire time to the duties of the office. 
2.—Insurance codification code defeated by 
last legislature be used as a nucleus around 
which a new measure should be drafted, im- 
proved by the experience of the next two 
years and presented to the next legislature. 
3—Policy of protecting State against un- 
authorized insurance be continued. 
4.—Collection of back insurance taxes by 
litigation in the courts, if necessary. 


' 


IMPORTANT DivIsIons 
Following are the important parts of Com- 
missioner Smith’s recommendations: 


For the past two years the insurance depart- 
ment has been greatly handicapped in its efforts 
to promote insurance principles and better in- 
surance practices in the various branches of 
insurance by reason of the lack of friendly 
and efficient co-operation from the attorney- 
general’s department. A serious and funda- 
mental question of public policy has arisen by 
reason of the persistence of the present attor- 
ney-general in continuing his connections as 
officer, stockholder, actuary and attorney for 
various insurance interests that are subject to 
regulation through the insurance department 
of the State. The business of insurance is a 
highly competitive one and close connection 
for many years with certain branches or 
classes of insurance cannot fail to bias and 
prejudice the human mind in favor of such 
classes and against other classes. The legis- 
lature has recognized this fact as far as the 
insurance department is concerned by provid- 
ing that “such Commissioner shall devote his 
entire time to the duties of the office, and 
shall not hold any position of trust or profit, 
engage in any occupation or business interfer- 
ing with or inconsistent with his duties, or 
serve on or under any political committee or 
as manager of any political campaign for any 
candidate or party.” It is my recommenda- 


tion that this provision should be extended to 
apply to the attorney-general, his denuty and 
assistants, or in the alternative, that special 
counsel with coordinate powers and independ- 
ent of the attorney-general’s department, 
provided for the insurance department. 





———— 





POLICYHOLDERS’ LETTERS 





In a former issue of Tue Spectator, refer- 
ence was made to the widespread public de- 
mand for the Fire Insurance Pocket Index and 
a sample list of various classes of policyhold- 
ers, subscribers to that publication, was printed. 
The list included railroads, national banks, 
savings banks, trust companies, building and 
loan associations, private bankers and stock- 
brokers] manufacturers, contractors, lawyers, 
merchants, mortgage companies, auditors, in- 
vestment companies, general publishers, public 
officials, credit-rating institutions, and many 
other important businesses. 

Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 
companies could be persuaded to act concert- 


EOWIN F ATKINS 
ROBERT W. ATKING 
FRANK C.LOWRY 
EUGENE V.R. THAYER 


FOUNDED 10368 


edly in furthering the distribution of the Fire 
Index, the best interests of insurance would 
be served to advantage. This is obvious from 
the opinions of the many policyholders who 
testify to the usefulness of this publication, 

Leaders in the fire insurance business haye 
long maintained that the public should be edy. 
cated as to the narrow margin of profit ip 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec. 
tator Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as q 
work of references, and state that they use this 
publication daily in the conduct of their busi. 
ness. One of these letters is presented below, 
and others will appear in THE Spectator from 
time to time. 


BOSTON OFFice 

1 FEDERAL STREET 
PHILADELPHIA OFFICE 

133 SOUTH SECOND Stage? 


E.ATKINS & CO. na 


90 WALL STREET 
NEW YORK 


CABLE ADDRESS 
“ATRINS” NEW YORK 


Mr. Arthur L. J. Smith, Pres., 


The Spectator Company, 
135 William Street, 
New York City. 


Dear Sir: 


C.aATHING COMPANY, LTO. 
EDIFICIO GOMEZ MENA 
HAVANA, CUBA 


May 26th, 1925. 


Answering your letter of Mayl3th, we are pleased to 


advise that we use your fire Pocket Index in the checking of 


the standing of the companiés carrying fire insurance and 


find it of great benefit. 


Yours truly, 











B. B. Weaver Elected Secretary of the 
National Liberty 


Benjamin B. Weaver, assistant secretary of 
the National Liberty Insurance Company, of 
New York, has been promoted to the position 
of secretary and will continue in charge of the 
Southern department of the company. 

Mr. Weaver has enjoyed an extended exper- 
ience in the business, having traveled in the 


” field for years, for the National Union, and 
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later becoming assistant secretary of that com- 
pany. Prior to entering the service of the 
National Liberty, in the early part of 192%, 
he was a member of the general agency firm 
at Atlanta, Ga., of Rhett, Weaver & Ellis. Mr. 
Weaver is recognized as an exceptionally able 
underwriter. He is thoroughly conversant 
with all phases of Southern business. 

John E. Smith, secretary of the compafy, 
is in charge of the Metropolitan and Eastern 
territory. 








August 


=— 


MAY 
Palmett 


JACKS! 
Henry, 
thinks tl! 
effectual 
surance 
Chrysler 
Corporat 
der the | 
nothing | 
rating la 
the Fire 
legislativ: 
tion to t 
law, and 
ance at 1 
pany wot 
the same 

Mr. He 
attention 
provides 
ered with 
by a loc 
tificate is 
receive ft 


The co 
the policy 
the revise 
mode of 
ing the f 
as Mr. FI 
with cons 


Travelers 


Boston, 
Fire of ] 
of the Bo 
Charles I 
admitted 


The Bo 
be activel: 
The comp 
floor of 
Powers is 
the new ¢ 
of his sta 


Ins: 
A numb 
surance F 
the acquis 
tising nar 
pany, of | 
fore manz 
and editor 
moted fre 
secretary 
Mr. Sulliy 
Ness mana 
news edito 
E. Allison 
from New 
editor, 








lursday 


the Fire 
e would 
us from 
ers who 
cation, 

ess have 
be edu. 
Profit in 
are fully 
1€ Spec: 
f letters 
lers who 
eX as a 
“use this 
eir busi- 
d below, 
oR from 


racer 


hat com- 
» of the 
of 1923, 
nCcy firm 
‘lis. Mr. 
ally able 
mnversant 


company, 
Eastern 








August 20, 1925 


THE SPECTATOR 


Fire Insurance 








_— 
MAY BE BARRED IN MISSISSIPPI 


Palmetto Fire Status Analyzed by Com- 
missioner T. M. Henry 


JACKSON, Miss., August 17—Hon. T. M. 
Henry, Mississippi Insurance Commissioner, 
thinks that the present rating law will be an 
effectual bar in that State to the Palmetto {n- 
eurance Company writing a blanket policy on 
Chrysler automobiles, with the Chrysler Motor 
Corporation issuing individual certificates un- 
der the blanket cover. While Mr. Henry has 
nothing to do with the administration of the 
rating law, this responsibility being vested in 
the Fire Insurance Commission created by 
legislative act of 1924, Mr. Henry called atten- 
tion to the anti-discriminatory feature of the 
law, and said if the Palmetto sold this insur- 
ance at rates lower than prescribed, the com- 
pany would have to write other automobiles of 
the same classification at the same rate. 

Mr. Henry has already called the company’s 
attention to the resident agency law, which 
provides that each policy of insurance deliv- 
ered with an automobile must be countersigned 
ty a local agent in the town where the cer- 
tificate is delivered, and that the agent must 
receive full commission. 

The company has replied that it is revising 
the policy, and will place a specimen policy of 
the revised form, and full particulars as to the 
mode of operation in Mr. Henry’s hands dur- 
ing the present week. Local agents, as well 
as Mr. Henry, are awaiting this information 
with considerable interest. 


Travelers Fire Admitted to Boston Board 

Boston, Mass., August 17.—The Travelers 
Fire of Hartford has signed the constitution 
of the Boston Board of Fire Underwriter, and 
Charles L. Powers, local manager, has been 
admitted to full membership. 

The Boston office of the Travelers Fire will 
be actively in operation within a few weeks. 
The company has taken space on the second 
floor of the Oliver building and Manager 
Powers is now supervising the equipment of 
the new office and is arranging the personnel 
of his staff. 





Insurance Field Staff Changes 


A number of changes in the staff of the In- 
surance Field have been announced, including 
the acquisition of Edwin L. Sullivan, adver- 
tising manager of the Home Insurance Com- 
pany, of New York. Charles Dobbs, hereto- 
fore Managing editor, becomes vice-president 
and editorial manager. R. W. Conde, is pro- 
moted from secretary to vice-president and 
Secretary in charge of administrative affairs. 
Mr. Sullivan becomes vice-president and_ busi- 
ness manager. Alvin H. Seekamp, formerly 
news editor, becomes managing editor. Young 
E, Allison, Jr., who was recently transferred 


New York to Louisville, will be associate 
editor, 


CONDEMN FARM RULE 


Virginia Agents Pass Drastic 
Resolution 


CLAIM DISCRIMINATION 


Say Moral Hazard Is Not Large As Claimed 
by Underwriters—Country Estates 
Should Not Be Included 


RicHMOND, Va., August 17.—Both the 
executive committee of the Virginia Associa- 
tion of Insurance Agents 
local board have condemned by resolutions the 
action of the South Eastern Underwriters 
Association in making it mandatory for local 
agents to procure an application with each pol- 
icy insuring farm’ property. 

The resolutions passed by the local board 
express the opinion that the States in South 
Fastern Underwriters Association’s territory 
“have been unduly penalized by the higher 
rates and restricted by the application of the 
three-quarter value clause on property not un- 
der protection” because underwriters have held 
that the “moral hazard is greater than in other 
sections.” They condemn the new rule as be- 
ing discriminatory, expressing the view that 
the moral hazard is not very large in this 


and the Richmond 


class, and also that the “heavy losses on coun- 
try estates are improperly charged against 
farm risks, yet such country estates are classed 
as country dwellings and the aforementioned 
application is not required on this class.” This 
appears to be true. 

The local board also voted that “no member 
of this exchange by reason of non-compliance 
with the aforementioned requirement be held 
to be in violation of article eleven, 
eight, referring to observance of rates, rules 
and forms, until further action is taken.” 

While the Virginia Fire and Marine, of 
Richmond, which is affiliated with the South 
Eastern Underwriters Association, not 
made a formal statement it was learned on 
good authority that the company does not favor 
the mandatory rule. 


section 


has 


ARSON CASE REOPENED 


Petitioners Charge Officials With Neglect 
of Duty 


Jackson, Micu., August 15.—An arson case 
in which it is declared there was a miscarriage 
of justice centers the first grand jury investiga- 
tion for years of county affairs. A series of 
fires at Hague Park, Vandercook Lake, near 
here in 1923, was supposed to have been in- 
vestigated by local officers and officials of the 
State fire marshal’s department. It is charged 
by petitioners for the grand jury probe that 
orders were given all of these officials by an 
executive of a secret society to abandon the 
probe and that the case accordingly 
dropped. A Jackson young man was con- 
victed of arson, however, in connection with 
a fire on the farm of his mother, and the in- 
ference was apparently given that he was re- 
sponsible for several fires. 


was 


Hampton Roads Joins S. E. U. A. 


James A. Blainey, vice-president and secre- 
tary of the Hampton Roads Fire and Marine 
Insurance Company, has announced that his 
company has applied for membership in the 
South Eastern Underwriters Association. 

The Hampton Roads only operates in two 
States which come under South Eastern Un- 
derwriters Association jurisdiction, namely, 
Virginia and North Carolina. The agency 
plant in both States is operated strictly along 
Association lines and the ccmpany has been 
a subscriber and contributor to the South East- 
ern Underwriters Association’s rating bureaus 
in both States. Mr. Blainey states that the 
application was filed to meet the wishes of a 
majority of the company’s agents in those 
States. The action will not in any manner 
affect the agency plant. 

This action of the Hampton Roads makes 
the South Eastern Underwriters Association 
practically too per cent in control of its terri- 
tory, and will be very pleasing to Association 
officials, although the company was in no sense 
a disturbing element. j 








EMI-ANNUAL STATEMENTS AS OF JUNE 30, 1925—GEORGIA FIRE COMPANIES+-AUGUST 12, 1925 


.,, Below are shown the principal items from the semi-annual statement of a number of companies entered in Georgia. 
This table will be expanded from week to week until complete. 


Cash 

Capital 
American Automobile, Mo........e. $500,000 
Attantic Wutdal Rise, Gai.c.cc cscs 2 220 wdedaess 
Barnet Fite N.C. occ i ecacccceeae 200,000 


Berkshire Mutual Fire, Mass....... 
Caroline Mintnel, S.C... occcccsiens 
Central Manufacturers Mut., Ohio... 
Hardware Dealers Mut. Fire, Wis... 
1 a Sf ee ee ee 
Ind ana Lumbermens Mut., Ind.... 

Ins.i Co. of the State of Pa., Pa...... 
Lumber Mutual Fire, Mass......... 
Lumbermen’s Mutual, Ohio......... 
Mercantile Mutual Fire, R. I........ 
Merchants and Mfrs. Mutual, Ohio. . 
Millers Mutual Fire, Ill............ 
Millers Mutual Fire, Texas......... 
Milwaukee Mechanics, Wis......... 
Minn. Implement Mut. Fire, Minn.. 
National Mutual, Ohio............. 
National Implement Mut., Minn.... 
Northwestern Mut. Fire, Wash...... 
Ohio Hardware Mutual, Ohio....... 
Pa. Lumbermen’s Mut, Fire, Pa..... 
Pa. Millers Mutual Fire, Pa........ 
Retail Hardware Mut. Fire, Minn... 
Southern Mutual, Ga.............. 
Texas State Mutual, Texas......... 
‘Peavelers: bite, COMM... <cccsces cs 
United Mutual Fire, Mass.......... 


500,000 
100,000 








Admitted Net Cash Claims 
Assets Surplus Premiums Paid 
$7,048,468 $1,103,861 3,259,446 $1,296,484 

433,403 163,587 146,415 37,855 
328,899 24,159 42,440 24,739 
663,880 134,139 239,245 185,511 
341,479 302,452 25,820 15,037 
2,857,784 1,468,538 1,154,941 506,577 
1,960,541 144,413 1,219,116 421,754 
83,595,092 18,845,492 21,201,770 15,101,598 
1,917,004 1,214,870 674,115 204,471 
5,554,025 1,461,770 2,279,880 800,763 
2,456,876 1,827,168 651,439 
1,786,068 777,460 834,271 
717,642 347,380 277,688 
278,645 141,970 106,913 
1,517,663 652,046 393,957 
741,521 323,258 386,363 
9,937,397 2,403,199 4,196,431 
2,104,842 582,908 1,293,571 
375,492 100,657 184,077 
546,639 196,739 301,380 
2,656,676 482,802 1,755,570 
501,696 205,031 372,654 
2,246,511 1,655,815 591,981 
1,611,281 931,776 432,269 
2,486,051 1,146,090 1,203,665 
1,344,630 1,001,137 172,820 
238,602 71,041 72,074 
985,764 263,884 938,280 
1,305,553 563,225 546,707 145,204 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253,552.74 

Clee SUS a eer re nae eraee een 308,330.35 

C7 PR ee eee $500,000.00 

PP NINTID 6 656556. vec 0s woraininiereiea 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
WORN BNOTS oo see cce couse ieSweenes $3,276,142.97 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 














FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark ; 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 




















Writing: FIRE 
and ALL Kindred Lines. 

















(;eneral Accident 


a FIRE AND LIFE 






FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING, 4th & WALNUT STS. 
PHILADELPHIA 


aASSURANCE CORPORATION. Lta. 
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Insurance 


“It has done more than all gifts of impulsive 
charity to foster a sense of human brotherhood 
and of common interests. It has done more 
than all repressive legislation to destroy the 
gambling spirit. It is impossible to conceive 
of our civilization in its full vigor and progres- 
sive power without this principle, which unites 
the fundamental law of practical economy, 
that he best serves humanity who best serves 
himself, with the golden rule of religion, ‘Bear 


2999 


ye one another’s burdens’. 


Enclycopedia Britannica. 


Ghe CONTINENTAL 
INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y., 


CASH CAPITAL 
TEN MILLION DOLLARS 


PAUL L. HAID 
President 


ERNEST STURM 
Chairman of the Board 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 














Is It Insured 7? 


Violins, Cellos, Harps and other valuable Instruments 
Insured against “All Risks” wherever located 


Saxophones and other Band and Orchestral Instruments 
Insured Against Fire, Theft and Transit Risks 


Also “All Risks” insurance on Personal Jewelry, Furs, 
Fine Arts, Salesmen’s Floaters, Tourists’ Floaters Etc. 


A.F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City : ; : Chicago, Ill. 
General Agents - ‘All Risks” Department 


faitt? Fire & Marine Insurance Co. 
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NEW ORLEANS NEWS-LETTER 


jation of Commerce Doing Excellent 


Assoc 
Fire Prevention Work 


New Orteans, La., August 14.—The vari- 
ous committees of the New Orleans Associa- 
tion of Commerce have been doing excellent 
work in improving and bettering conditions 
from a fire prevention standpoint. Public 
school inspection work has been vigilantly and 
energetically pushed and the Association has 
been advised that the plan of fire prevention 
inspection and pupil instruction is adopted 
by twenty one Louisiana towns. The Roman 
Catholic Archdiocese of New Orleans will in 
all probability include the plan in the curricu- 
lum of its parochial schools. 

The municipality of New Orleans, in re- 
sponse to the urgent request of the Associa- 
tion, will have all fire alarm boxes painted red 
and equipped with Cole Key guards. 

Through the efforts of the Association fifty 
new fire alarm boxes have been installed and 
the promise obtained that more would be in- 
stalled before the close of the year. 

This is quite a record of meritorious 
achievement of which the Association has rea- 
son to be proud. 

Satisfactory results invariably reward con- 
certed action directed by intelligence and 
backed by unswerving persistency. 


LovIsIANA INSURANCE SOCIETY 
The question has been asked: “Is the Louts- 
jana Insurance Society worthwhile?” 

I think the Society’s achievements, no matter 
how signal they may be, will never equal the 
expectations of its earnest, hardworking and 
zealous officials, but nevertheless what it has 
accomplished and what it may still be able 
to accomplish fully warrant the affirmative re- 
ply to the rather pessimistic interrogatory. 

To deal with men as we think they should 
be treated invariably leads to grievous disap- 
pointment. Men should be taken as they are. 
They are but children of an older growth and 
by the force of precept and example and the 
exercise of patience, that most useful of the 
Christian virtues, they can gradually be nursed 
around very nearly to what they should be. 
‘By no means should the work of the So- 
ciety be permitted to lag. 

To find the work which the Society might 
accomplish largely nullified and practically set 
at naught by the indifference of some and the 
unpardonable recalcitrancy of others is of 
course disconcerting but it should always be 
borne in mind that the great majority of the 
membership is loyal and that loyalty may bring 
about more beneficial reforms and exert a far 
greater influence when acting in concert than 
When segregated. 

A good cigar in which one or two worm 
holes have developed should not for that rea- 
son be discarded and thrown into the ash-heap, 
‘or the untouched and uncontaminated part may 
still provide a soothing and pleasant snroke, 
Which is far better than no smoke at all. 

O’Hacerty. 














A Commendable Report.—The report of 
the New York Fire Patrol for August 17, 
1925, states that for August 16, 1925, no fires 
were reported for the Borough of Queens and 
the same was true of the Borough of Rich- 


mond. They also reported in connection with 
a fire in the leather district that five separate 
fires were found on one floor and four on an- 
other. In this case the party was perhaps 
superstitious or believed in certain combina- 
tions of numbers, because on the fifth floor 
five fires were found and on the fourth floor 
the four fires. 
the splendid record of two boroughs which re- 


This, however, should not sink 


port no fires for twenty-four hours. 


The Settlement of Losses.—It is evident 
that the settlement of losses is coming in for 
consideration if for no other reason than be- 
cause of the publicity that is being given to 
certain cases which have been brought forth. 
It is not difficult to see that if there is a con- 
tinuance of this thing a legislative investigation 
might grow out of the whole thing. Jt would 
not be wise to permit an investigation to start, 
but it must be borne in mind that it is pre- 
cisely from such things as this that most of 
the investigations in the insurance business 
have arisen. In most cases also they have not 
been so important in themselves, that is, the 
things which started the investigation, but an 
investigation once started cannot be controlled. 
Might it not be well, while there is yet op- 
portunity, to institute by the companies them- 
selves a proper checking of the condition? It 
is quite useless to ask the community for in- 
creased premiums, if the community is thor- 
oughly convinced that more money is being 
paid for losses than is legitimately due. 

The Institute——The Institute is continu- 
ing to conduct its campaign for membership 
among the insurance companies and is meet- 
ing with a good degree of success. No an- 
nouncement will be made of the companies 
that have become members until late in Sep- 
tember because it is desired that an opportunity 
be furnished to as many as possible to join 
before the first announcement of membership 
is made. The four pamphlets, one each on 
Fire, Marine, Casualty and Surety, are in 
press and will be distributed the first week in 
September. 

A Bit of Statistics.—It is interesting to 
bring out from the middle of the report the 
statement, made by the chairman at the annual 
meeting of one of the large foreign insurance 
groups, that the loss ratio since 1918 had run 
to five points lower than the loss ratio for 
many years previous to that time, even if San 
Francisco was omitted from the account. This 
five points, however, had been absorbed in the 
expense account and very largely absorbed ap- 
parently because of reinsurance. The effect 


of reinsurance was to reduce the loss ratio 
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about five points and to transfer those five 
points to the expense ratio. There was, there- 
fore, so far as the community is concerned, 
no benefit whatever in the matter. There ap- 
parently was but little benefit to the company, 
except that it enabled it to secure, first, a bet- 
ter distribution of its losses and, second, to 
take care of large customers direct. The point 
to be stressed, however, is that the shifting of 
the amount underwritten by means of rein- 
surance had no effect in reducing the total 
cost. Both periods absorbed apparently about 
yo per cent. 


PHILADELPHIA NOTES 

Activity in Walnut Street—During the 
week quite a large amount of activity has been 
taking place, although it must be admitted not 
in the direction of acquisition of new business. 
The most important happening was the grand 
opening of the new offices of the Philadelphia 
branch of the Travelers Fire Insurance Com- 
pany at 419 Walnut street. While the first 
day of two were devoted largely to hand shak- 
ing and compliments being passed to John P. 
Frazier, recently appointed manager of the of- 
fice, friends of John’s who claim to know, say 
that he opened up with a fine premium vol- 
ume received during the first day the like of 
which any old established local manager would 
be proud to have added to his credit. Walter 
E. Ayres, for several years special agent for 
the Automobile of Hartford here and more re- 
cently local department manager for the Poto- 
mac Fire, has been appointed as special agent 
by Mr. Frazier for the territory under his 
supervision. The vacation period, of course, 
is at its height and causes many vacant desks 
along the street. John W. Donahue, resident 
vice-president of the Maryland Casualty, is 
surf fishing at Ocean City. R. W. McClaskey, 
associate manager of the Travelers Insurance 
enjoying an automobile tour 
through New England. Samuel P. Rodgers, 
vice-president of the Insurance Company, of 


Company, is 


the State of Pennsylvania, is spending a few 
weeks at Cape Cod. Other things than vaca- 
tions are taking place as well. For example, 
the Pennsylvania Motor Federation announces 
that within a few days it will have a plan to 
present to its many thousands of Pennsylvania 
members under which automobiles owned by 
them may be insured at a considerable saving. 
The organization has upwards of 75,000 mem- 
bers. If this project gains the proportions set 
for it, insurance men writing automobile lines 
seem to be confronted with a prospect for loss 
in premium income from that line of business. 


cHMoOND, Va., August 17.—The Seaboard Insur- 


ance Company, of Baltimore, was licensed in Virginia 


* company has not yet appointed a State 
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Companies and General Agents 

fhe Insurance Sellegram is published in THE SPECTATOR in this form for the use of Companies and General Agents. Permission to copy an due 
circulate it among their Agency Forcer, as their own sales letter or house organ, will be granted upon request. aviat! 
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To Our Agency Force:- ra 
. sidere 

HERE'S MORE TRUTH THAN POETRY! right! 
to ac 

His old horse died, his mule went lame, wale 

He lost his cow in a poker game, and 1 

His barn burnt down, 'twas full of hay, this 

A cyclone blew his house away, — 

The money-lender came around, — 

And foreclosed on his mortgaged ground, a 

This is too much the owner cried, or alt 

And straightway he laid down and died, If the 

Insurance would have saved his all, derwr 

He would't buy it - hence his fall! hail 

elpfu 

to an 

Of the MANY things that happen to men, there isn't ONE that INSUR- rid 
ANCE will not PROTECT them against. There is a COMPENSATION for wl 
EVERY kind of LOSS - A COVERAGE FOR EVERY EVIL. ioe 
Wn ‘nrc 
If we will KEEP THAT THOUGHT ALWAYS with US, we will just NATURALLY ace 
produce MORE business. No MATTER what a man has, it CAN be covered — 
by INSURANCE; NO MATTER what PROTECTION he seeks, he CAN find it. TH 
IF YOU ARE NOT PREPARED TO SELL IT TO HIM, SOME OTHER AGENT IS. ny 
ICK . 

Study YOUR business that you may be PREPARED to take care of the entitlir 
business of THE OTHER FELLOW. “of 
y ap 

It will PAY you and it will make you a BETTER and more SUCCESSFUL Olson, 
Insurance Man and a BIGGER and MORE PROMINENT business man. commi 
a ae cago, | 

Elbert{Hubbard, I think, is respcnsible for the statement that - 
"IT IS ONLY WHEN WE ARE GREEN THAT WE GROW - WHEN WE ARE RIPE WE sine 
ARE ROTTEN." surancs 
As usual, Elbert spoke "A MOUTHFUL". pi 
LET'S STAY GREEN AND GROW! Hartfo 
Yours for preparedness, 
Ellio 
Norwic 
Indemr 
last S; 
18 











Copy an@ 








THE 
OBSERVATION POST 








VIATION insurance in this country, while 

not at a standstill, is creeping forward at 
asnail’s pace. The situation is, of course, largely 
due to the very slow progress of commercial 
aviation here and to the fact that military staff 
circles in the United States seem disposed to 
practically ignore the aeroplane lessons of the 
late World War, thus putting a check on the 
public consciousness of aircraft as a national 
factor. This, however, is not the only con- 
sideration. Insurance companies in America, 
rightly or wrongly, have not been very eager 
to accept aviation risks. Perhaps they have 
too vivid a recollection of the years 1919, 1920 
and 1921, when several of then lost money on 
this class of business, though that loss was 
frequently due to blundering underwriting. 
Whatever the reason, the time is rapidly ap- 
proaching when the lessons of European car- 
riers in this field should be adopted, modified 
or altered if necessary, and then put into effect. 
If the companies, concentrating on proper un- 
derwriting of selected risks by men who know 
their avocations, will tackle the problem in a 
helpful way, they can lend needed assistance 
to an infant aviation industry which will soon 
grow to the point where it will furnish profit- 
able lines of coverage. Commercial aviation, 
as is attested by the experience of almost every 
European nation, is an established fact that 
requires only vision, knowledge and courage 
to make it a dominant American industry. 


HOSE who will attend the coming casualty 

and surety men’s convention at French 
Lick Springs, Indiana, can secure certificates 
entitling them to a round trip at one and one- 
half times the regular one-way railroad fare 
by applying for these certificates to C. W. 
Olson, chairman of the joint transportation 
committee, at 1329 Insurance Exchange, Chi- 
cago, Ill. 


NSURANCE companies have been busy 

condemning the Chrysler automobile in- 
surance plan. It remains to be seen how the 
automobile finance companies will feel toward 
the automobile purchase plan evolved by the 
Hartford Accident and Indemnity. 





Death of Elliot V. Somers 
Elliot V. Somers, assistant secretary of the 
Norwich Union Indemnity and the Phoenix 
Indemnity, died at his home in New York city 
last Saturday afternoon. 


The funeral was 
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CASUALTY, SURETY AND MISCELLANEOUS 


held on Tuesday of this week and burial was 
in the Lutheran Cemetery in Brooklyn. He is 
survived by his wife, his father and mother, 
and two brothers. 


Mr. Somers, who was a popular and _ suc- 
cessful insurance man and a member of the 
Casualty and Surety Club of New York, be- 
gan his insurance career with the Ocean in 
1907. Later, he became assistant superin- 
tendent of the liability department in the New 
York office of the Hartford Accident and In- 
demnity and remained at that post until the 
outbreak of the World War, in which he 
served as a sergeant in the medical corps. 
After demobilization, he entered the agency of 
Brewster & Company and then, when the Nor- 
wich Union Indemnity was organized, became 
superintendent of its New York metropolitan 
department. He was appointed assistant secre- 
tary of both companies in 1923 and was well 
and favorably known by a host of agents. 





INSURANCE SWINDLE IN MICHIGAN 
Tricksters, Posing As Agents, Misrepre- 
sent Coverage and Connections 

LANSING, Micu., August 17.—A new insur- 
ance swindle is being traced down in Michigan 
following complaints made recently to the 
State insurance department of the operations 
of tricksters claiming to offer full coverage 
automobile insurance and actually peddling 
dubious personal accident insurance at an exor- 
bitant price. 

According to the reports of the fraud, 
brought to the attention of the insurance de- 
partment and local police officers of several 
cities at about the same time, victims of the 
fake insurance men were informed that they 
were being sold a fire, theft, personal liability, 
property damage, and collision policy, together 
with several service features, such as are of- 
fered by auto clubs for $34.50. What the vic- 
tims actually got were accident policies, prob- 
ably not worth as much as some of the news- 
papers policies being sold throughout the coun- 
try at from $1 to $1.50. The swindling agents 
claimed they represented the Autoists’ Auto 
Owners’ Association, an unknown organization, 


and also claimed connection with various 
affliated clubs of the American Automobile 
Association. 


General warnings are being sent out to mo- 
torists to beware of all insurance agents un- 
less they prove their authenticity. Despite the 
fact that all legitimate agents are perfectly 
willing to show their credentials, they see in 
the whole affair the sort of publicity the in- 
surance business does not deserve. 
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WEST BADEN MEETING 





Program Ready for Health and Acci= 
dent Underwriters 





DATES ARE SEPTEMBER 1, 2 AND 3 





Dr. S. S. Huebner to Speak on Educational 
Ideals—Instructive Sessions in 
Prospect 
The program for the twenty-fourth annual 
meeting of the Health and Accident Under- 
writers Conference has been practically com- 
pleted. The sessions will be held at the West 
Baden Springs Hotel, West Baden, Ind., on 
September 1, 2 and 3. Among the events. 
listed on the program is an address by Dr. S. 
S. Huebner, professor of insurance at the 
Wharton School of Finance and Commerce, 
University of Pennsylvania. Dr. Huebner 
will speak on “Educational Ideals in Accident 
and Health Insurance.” The full program is 

as follows: 


First SEssIon 


Tuesday, September 1, 10:00 A. M. “ 

Call to Order—C. O. Pauley, presiding. 

Address of Welcome.—Hon. T. S. McMur- 
ray, Jr., Commissioner of Insurance, State of 
Indiana. 

Response.—John Patterson. 

President’s Address—C. O. Pauley. 

Address.—“Our National Expectancy,” L. 
Ert Slack, general counsel, Federal Savings 
and Insurance Company, Indianapolis. 

Report of Entertainment Committee—W. T. 
Grant. 

Report of Treasurer.—C. H. Brackett. 

Report of Grievance Committee—C. W. 
Ray. 

Report of Membership Committee—L. D. 
Ramsey. 

Report of 
M. Rowland. 

Report of Manual Committee—John Patter- 
son. 


Agent’s Bureau Committee.—R. 


Report of Statistical Committee—L. D. 
Cavanaugh. 

Report of Legislative Committee—J. R. 
Neal. 

Report of Educational Committee—W. G. 
Alpaugh. 


ExecuTivE ComMMITTEE MEETING 
Tuesday Evening, September 1, 8:00 P. M. 


SECOND SESSION 

Wednesday, September 2, 9:30 A. M. 

“Cancellations.”—George W. Young, Jr., 
manager, claims department, Inter-State Busi- 
ness Men’s Accident Association. 

“Educational Ideals in Accident and Health 
Insurance.”—Dr. S. S. Huebner, professor of 
insurance, Wharton School of Finance and 
Commerce, University of Pennsylvania. 

Report of Executive Committee—John Pat- 
terson. 

(Continued on next page) 
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West Baden Meeting 
(Concluded from preceding page) 


Report of Credentials Committee—F. M. 


Feffer. 

Report of 
McOuat. 

Rounpb-TABLE Discussions 

“Disability Insurance Experience in South- 
ern States.”-—A. E. Forrest, North American 
Accident Insurance Company, presiding; dis- 
cussed by W. T. Grant, Business Mens 
Assurance ‘Company and J. W. Blevins, Inter- 
state Life and Accident Company. 

“The Conservation of Accident and Health 
Insurance by the Use of Riders and Waiting 
Periods.”—C. O. Pauley, Great Northern Life 
Insurance Company, presiding; discussed by 
Dr. W. F. Jarvis, Fraternal Protective Asso- 
ciation, and M. W. Hobart, the Ministers Cas- 
ualty Union. 


Auditing Committee—R.  L. 


It’s Not the Size, Nor the 


Location 


WO towns, each with a population of less 
than 1400, one in Maryland and one in 
In each there’s an F & D rep- 


Wyoming. 
resentative. 





Conditions in the two places are radically 
different, yet both F & D men are writing 
Fidelity and Surety business at the rate of 
$3.75 per capita, per annum. 
they will each write approximately $5,000 in 
Fidelity and Surety premiums this year. 


All of which would seem to prove that an 
agent’s possibilities for developing a satis- 
factory volume of Fidelity and Surety business 
do not depend upon the size, nor the location 
of his field of operations. 


FIDELITY and DEPOSIT 
COMPANY 
BALTIMORE 


Bonds’ and 


Insurance 


Fidelity and Surety 


Burglary 





CONFERENCE DINNER 
Wednesday Evening, September 2, 7:30 P. M., 
Main Dining Room 
Address.—“Citizenship,” Hon. Frederick E. 
Schortemeier, Secretary of State, Indiana. 


THIRD SESSION 
Thursday, September 3, 9:30 A. M. 
“The Golden Rule.’—John T. Hutchinson, 
secretary, the Insurance Federation of Amer- 
ica. “The Challenge of a Changing World.”— 
Hon. Harold C. Kessinger, State Senator from 
Illinois. 


RounpD-TABLE DIscusSsIONS 
“Should Health Insurance Provide Indem- 
nity for Partial Disability Caused by Sickness? 
Should House Confinement Be Required in 
Health Coverage?”—Dr. J. R. Neal, Mutual 
Life of Illinois, presiding; discussed by E. C. 
Budlong, Federal Life Insurance Company, 


In other words, 


Sp. 820 

PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


sented in this territory 1 will be glad to have 
full information regarding an agency connec- 
tion with your Company. 
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and E. C. Edmunds, Fidelity Health and Agg. 
dent Company. 

“Classified or Non-Classified Accident Ip. 
surance.”—W. W. Powell, Southern Surety 
Company, presiding; discussed by G. E. Harsh 
Federal Savings and Insurance Company, and 
G. R. Kendall, Washington Life and Accident 
Insurance Company. 


ELECTED VICE-PRESIDENTS 
Charles E. W. Chambers and Robert kK, 
Meneely Promoted by Lloyds Plate 

Glass 


William I. Woods, president of the Lloyds 
Plate Glass Insurance Company, New York 
has announced the election of Charles EF. W. 
Chambers and Robert K. Meneely as vice. 
president of that organization. In addition, 
Percy F. Briglin and Benjamin B. Murray 
have been named assistant secretaries. 

Mr. ‘Chambers has been secretary of the 
Lloyds Plate Glass for many years and will 
continue to occupy that post as well as th 
new position of vice-president. Mr. Meneely 
began his insurance work with the Lloyds 
Plate Glass as policy clerk and has been in 
charge of the agency forces for the past thirty 
years. His present promotion advances him 
from assistant secretary to vice-president. 


Howard T. Williams was honored by Balti- 
more insurance men on August 12, the occa- 
sion of his fiftieth anniversary as a member 
of the organization which now bears the name 
of Maury, Donnelly, Williams & Parr. Mr. 
Williams’ desk was filled with a large bouquet 
and many congratulated him. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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FINANCE PLAN EXPLAINED 





Norman R. Moray Says Insurance 
Company Guarantees Payment 





PURCHASER’S RESPONSIBILITY 
CERTIFIED 





Vice-President and General Manager of 
‘Hartford Accident Says Hartford Fire 
Does Not Act 
The automobile purchase finance plan, orig- 
inally put into effect by the Hartford Acci- 
dent and Indemnity Company in Boston and 
since spread to other centers, has attracted 
much attention on the part of agents and com- 


nanies alike. In reality, the plan guarantees 


the financial responsibility of the purchaser of 
an automobile and thus makes it possible for 
him to secure the requisite price. Of course, 
the prospective buyer of an autontobile is not 
very much interested in the method used, pro- 
vided only that he is enabled to pay for the 
car he wants. Contrary to the belief preva- 
lent in some quarters, the Hartford Fire does 
not act as a party to the finance plan, though 
it may become the carrier for some of the in- 
surance on the car. 

In issuing a statement regarding the part his 
company plays, under the plan, in effecting 
the financial transaction necessary to the pur- 
chase of an automobile, Norman R. Moray, 
vice-president and general manager of the 
Hartford Accident and Indemnity, said: 

The Hartford so-called financing plan as re- 
ported in several of the morning papers is in 
the first place exclusively a matter of the Hart- 
ford Accident and Indemnity Company and not 
of the Hartford Fire Insurance Company, but 
the Hartford Accident and Indemnity Com- 
pany does not finance the purchase of automo- 
bile. The Hartford Accident and Indemnity 
Company, under its surety privileges, is entitled 
to guarantee financial transactions of practi- 
cally anv nature, and where a client of the 
Hartford Accident and Indmnity Company of 
sufficient financial strength to warrant the 
Hartford Accident and Indemnity Company 
guaranteeing his responsibility desires to enter 
into a contract to purchase an automobile, 
lease a building, pay freight charges or any 
other similar financial obligation, he can ob- 
tain a bond. 

The question of fire, theft or any other in- 
surance in connection with these transactions 
1s merely incidental, excepting that if the risk 
involved is subject to destruction or loss by 
fre, theft. or other similar hazards, naturally 
the Hartford Accident and Indemnity Com- 
Danv must have insurance against those 
hazards. 

The Hartford Accident and Indemnity Com- 
pany does not put into the hands of all of its 
agents the right to guarantee financial obliga- 
tions, and most of those transactions must be 
submitted to the home office in Hartford. But 
m some cities, among which is 
where it has in its emplov highly trained un- 
derwritine specialists, the comnany has given 
the privilege of writing bonds guaranteeing 
Mancial transactions within specified limits, 


and the guarantee that a man will fulfill his 
contract respecting the purchase of an automo- 
bile comes within those limits. One of the pre- 
requisites, however, of such a guarantee is that 
the purchaser of the automobile will insure it 
m some standard company against the hazards 
of fire and theft, and the policy made payable 


Minneapolis, - 


to the purchaser of the car and the Hartford 
Accident and Indemnity Company as their re- 
spective interests may appear. 

Mr. Moray’s elucidation makes clear a situa- 


tion which was not properly understood by 
many, apparently some of the company’s own 
agents. In a circular used to explain the Hart- 
ford’s finance plan, and sent out by Wirt, Wil- 
son & Company, agents at Minneapolis for the 
Hartford Fire and the Hartford Accident and 
Indemnity, it was stated in part: 


The “Hartford Automobile Purchase Plan” 
is the fastest, most unique and most complete 
plan of car purchase offered to the public to- 


day. The plan is backed by the two “Hart- 
fords,” centuries old and having millions in 
resources. The name “Hartford” means that 


the automobile purchase plan is sound banking, 
sound insurance, sound throughout. 

If you contemplate buying a car (new or 
second-hand) you can go to the “Hartford” 
agents, Wirt, Wilson & Co., and procure the 
purchase price. Simply select the car yon 
want and “Hartford” gives vou the c»sh at 
a reasonable interest rate spread over month!v 
payments. You can then go to the automobile 
dealer and have all the advantage of being a 
“cash buyer’—for we give you the cash. 

The fire and theft insurance, so essential to 
you, is also carried by the “Hartford.” 


M. H. Aylesworth and Hon. Hiram Bing- 
ham to Speak at French Lick Con- 
vention 

Among the speakers at the 
joint convention of the National Association 
of Casualty and Surety Agents and the In- 
ternational Association of Casualty and Surety 
Underwriters, to be held at French Lick 
Springs, Indiana, on September 29 and 30 and 
October 1, will be M. H. Aylesworth, man- 
aging director of the National Electric Light 
Association, and Hon. Hiram Bingham, United 
States Senator from Connecticut. 


forthcoming 


New Pacific Coast Company Still in 
Formative Stage 

Los ANGELES, Catir., August 17.—Nothing 
new, bevond that renorted in THe Specrator 
for August 6, has developed here with regard 
to the casualty and surety company alleged to 
be in process of formation by the Rolph-Swett 
Activi- 
around San 


agency, William B. Joyce and others. 
ties in the matter are centered 
Francisco and are said to be awaiting the re- 
turn of Mayor Rolph, of that city. 


NOW ORGANIZED 


National Crime Commission on 
Permanent Footing 


ASSEMBLYMAN DIRECTS WORK 


F. Trubee Davidson Picked by Committee 
—Criminal Statistics to Be Gathered 


The National Crime Commission, notice of 
whose formation was published in THE Spec- 
TATOR last week, held another meeting in New 
York city and picked Assemblyman F. Trubee 
Davidson as chairman. The choice was made 
by a committee comnosed of George W. Wick- 
ersham, former United States Attorney Gen- 
eral; Richard Washburn Child, former 
Ambassador to Italy: Willianr B. Joyce, chair- 
man of the boards of the National Surety and 
New York Indemnity companies, and former 
New York Governor Charles S. Whitman. 

In appointing Assemblyman Davidson to 
the chairmanship of the Commission, it was 
understood that the committee was influenced 
by the fact that the legislator is independently 
wealthy and has dedicated his services to the 
public good. Indicating its future course, the 
committee recommended to the National Crime 
Commission that it “in the first instance shall 
devote itself to the problenr of coping with 
crimes of violence throughout the countrv and 
the failure of swift and efficient justice :” and 
also that “a small body be selected from the 
membership of the crime commission as an 
executive committee, composed of gentlenren. 
who can give considerable time to the prob- 
lem; and, of primary importance, the forma- 
tion of a small committee to provide for 
financing the commission’s undertaking. Ample 
Continuing, the comntit« 
tee’s recommendation said that “an important 


funds are essential.” 


work of the commission will lie in promoting 
of local or com- 
mittees in the principal cities of the country, 
in acting as a clearing house of information 
as to methods and in stimulating local activi- 
ties.” Mark O. Prentiss, associated with Rich- 
ard Washburn Child in the research work done 
latter for his articles on 
crime which is now appearing in The Saturday 


the formation commissions 


hy the series of 


(Continued on page 24) 





SEMI-ANNUAL STATEMENTS AS OF JUNE 39, 1925, CASUALTY AND MISCELLANEOUS COMPANIES 
ENTERED IN GEORGIA 

“Below are shown the principal items from the semi-an-11al statements of a number of companies entered in Georgia. 

This table will be expanded from week to week until compiete. 


Cash 

Capital 
American Surety Co., N. Y........ $5,000,000 
Benefit Assn. of Ry. Employees, III Pe re 
Commonwealth Casualty, Pa...... 300,000 
Continental Casualty, Ill.. 2,000,000 
Eagle Indemnity, N. Y... 787,500 
Federal Casualty, Mich............ 350,000 
Federal Surety, Iowa......... 1,034,780 


2,500,000 
200,000 
750,000 
100,000 

1,400,000 
100,000 
200,000 

10,000,000 

2,000,000 
200,000 

1,400,000 

2,500,000 

1,500,000 

1,000,000 


Hartford Steam Boiler, Conn. . 
Inter-Ocean Casualty, Ohio 
London Guar. and Accident, N. Y.. 
Loyal Protective, Mass....... 
Metropolitan Casualty, N. Y....... 
Monarch Accident, Mass sis 
National Casualty, Micn..... 
National Surety, N. Y.... F 

New Amsterdam Casualty, N. Y..... 
North American Accident, Ill....... 
Preferred Accident, N. Y........... 
Standard Accident, Mich........ 
Travelers Indemnity, Conn......... 
United States Casualty, N. Y....... 


21 





Admitted Net Cash Claims 
Assets Surplus Premiums Paid 
$18,500,781 $2,803,757 $5,009,025 $1,215,449 
1,025,570 985,570 889,053 483,030 
1,168,550 £5,215 738,257 386,734 
13,632,575 1,000,000 6,857,236 2,964,349 
3,456,496 198,039 1,365,061 484,537 

590,265 122,765 301,039 130,026 
1,980,152 161,464 607,804 185,771 
13,822,641 4,613,792 2,089,327 277,741 
573,109 47,381 912,214 403,763 
17,242,638 6,489,382 4,878,225 
802,317 523,895 312,135 
6,134,211 3,031,013 752,134 
657,174 579,601 287,694 


771,994 
8,698,043 


356,301 


782,482 
3,645,199 


35,818,301 





16,002,478 2,000,000 5,985,555 2,461,197 
1,681,104 196,749 1,290,634 476,268 
10,296,105 1,708,142 3,015,818 1,130,051 
eS 0 ne rr nee re mr Cr 
13,870,768 2,143,284 5,045,336 2,108,097 


10,156,922 1,054,339 5,101,954 2,639,418 
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ORTH - EAST - SOUTH - WEST 
WE OFFER THE BEST SURETY SERVICE IN AMERICA 


———$———— 











Live Agents Require the Best 
We Have It! 
Do You Want It? 


If interested address the 


Pew Pork Jndemmty Company 


WM. B. JOYCE, Chairman 
115 Broadway 


- M. O. GARNER, President 
New York City 























Select Territory 


After thorough investigation, trials and 





elimination, we have established ourselves 
in the following States, which we consider, at 
the present time, the most desirable territory 
of the United States in the casualty insurance 


field. 





Illinois 
Iowa 
Michigan 
Minnesota 
Kansas 


Washington 
Hawaiian Islands 


California 


Where poor territory and poor risks are 


Indiana 
Ohio 
Missouri 
Nebraska 
Colorado 
Oregon 







eliminated, better service and reasonable rates 


are 


347 So. Hill St., 





possible. 


International 
INDEMNITY COMPANY 





Los Angeles 























DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. This means an increased pre- 
mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 
States: 


Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 

Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 

Iowa New Jersey Virginia 
Kansas New York West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 


Fi hursday 
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NATIONAL SAFETY COUNCIL 





Program of Fourteenth Annual Safety Congress Now Ready 





MANY INSURANCE MEN REPRESENTED 





Dr. Louis I. Dublin, Metropolitan Life, to Report on Traffic Accidents and Statistics 


The program for the fourteenth annual 
safety congress of the National Safety Coun- 
cil has now been completed. This schedule in- 
cludes the meetings of the National Civilian 
Rehabilitation Conference and the Conference 
of the Industrial Nursing Section of the Na- 
tional Organization for Public Health Nurs- 
ing. Sessions will be held at the hotels Stat- 
ler, Cleveland and Winton in Cleveland, Ohio, 
from September 28 to October 2, inclusive. 
Practically every known phase of accident 
prevention and safety work will come up for 
discussion and a great number of government 
and commercial experts, together with insur- 
ance men, public officials and police authori- 
ties, have been secured to talk on the various 


topics. 


SAFETY REPORTS 

At the executives’ sessions to be -held at the 
Statler hotel on Monday afternoon, Septem- 
ber 28, there will be two addresses of impor- 
tance to insurance companies. These are 
“Safety and the Nation,” by Rear Admiral 
W. S. Sims; and “Accident Prevention Activi- 
ties of the International Labor Office, League 
of Nations,” by Dr. F. Ritzmann of Geneva. 
During the meeting of the health service sec- 
tion on September 29 at the Hotel Statler, 
one of the topics for. comment will be “The 
Malingerer.” This will be discussed by Dr. 
Charles P. Hutchins, of the Syracuse clinic 
of the AEtna Life, and by Dr. A. D. Lazenby, 
chief surgeon of the Maryland Casualty Com- 
pany. 

The general session on public safety and 
education, to be held on Tuesday afternoon, 
September 29, at the Winton hotel, will de- 
vote itself largely to the question of automo- 
bile safety. “Safety and the Automobile” will 
be treated by Thomas P. Henry, president of 
the American Automobile Association; while 
“Safety Through Law Enforcement” will be 
handled by Judge Alva R. Corlett of Cleve- 
land. On the same afternoon, there will be 
an exhibition of motion pictures portraying 
safety themes at the Statler hotel. 

On the afternoon of September 30, at the 
Statler hotel, there will be a round-table dis- 
cussion of the need for more definite analysis 
of accident causes and H. W. Donald, dis- 
trict manager, engineering department, Ameri- 
can Mutual Liability Insurance Company, will 
take part. Among the nurse directors who are 
to care for the conference of the industrial 
Nursing section of the National Organization 
for Public Health Nursing is Mrs. Marion T. 
Brockway, of the Metropolitan Life. 

When the engineering section of the Ameri- 
can Society of Safety Engineers meets at the 
Statler hotel on September 30, it will receive 
among other committee 


” 


summaries 


reports, 


from the committee on research, headed by W. 
EF. Welch of the Travelers Insurance Com- 
pany; the Hartford chapter, of which H. J. 
Potter, Hartford Accident and Indemnity, is 
chairman; committee on static electricity, W. 
S. Paine, A&tna Life, chairman, and committee 
on safe transportation of compressed gases, A. 
G. Smith, Travelers, chairman. 


Eye AccIDENTS 

Insurance men will undoubtedly be inter- 
ested also in the discussion of “Eye Accidents 
and Their Prevention,” by Dr. Frank Allport, 
which is scheduled for September 29 at the 
Statler hotel. “Static Electricity in Chemical 
and Other Industrial Plants” will be discussed 
by C. C. Perry, of the A®tna Life, at the 
chemical section meeting of the National 
Safety Council at the Statler hotel on the 
morning of October 1. Automobile traffic laws 
Ralph W. 
general manager of the Cleveland 
Railway Company, when, on October 1 at the 
Winton hotel, he outlines “Accident Prevention 
Results New Traffic 
Regulations as Applied to Vehicles and Street 
Cars.” On the same morning, at the Statler 
hotel, H. M. Moses, superintendent of the em- 


will come in for attention from 


Emerson, 


from Enforcement of 


ployment bureau of the Edison Electric Com- 
of Boston, will “A Critical 
Analysis of Health and Accident Experience 
for a Twelve-Year Period in a Public Utility.” 
“Marine Statistics. Their Value and Compila- 
tion” will be the title of a talk to be made by 
R. F. Edwards, of the Prudential, before the 
session of the marine section at the Statler 
hotel on September 30; while at the same 
hotel on the previous morning will be heard 


pany present 


Preston D. Callum, general agent of the Co- 
lumbia ‘Casualty Company, in a discussion of 
“Accident Frequency and 
Meat-Packing Industry.” 


Severity in the 


Dr. Dusiin’s REPORT 

Perhaps the most interesting session for in- 
surance men will be that of the public safety 
section, dealing with traffic control and acci- 
dent reports. 
hotel on the morning of September 30, Dr. 
Louis I. Dublin, of the Metropolitan Life, will 
make the report for the statistical committee 
on accident reports. This paper is always one 
of the features of the congress of the National 
Safety Council and is eagerly awaited. Traf- 
fic hazards, accident statistics, 
navement markings, etc., will receive discus- 
sion at this session. The prevention of grade- 
crossing accidents will be taken up at the steam 
railroad section meeting on September 29 at 
the Cleveland hotel. 

Insurance companies writing taxicab busi- 
ness will be interested in the sessions of the 


23 


At this gathering, in the Winton 


street signs, 


taxicab and delivery section, at the Winton 
hotel on September 29, when education of driv- 
ers and the public, mechanical safety devices, 
etc., will be accorded a hearing. Throughout 
the congress of the National Safety Council 
there will on view a safety exhibit made up 
of the various devices and methods used by 
different industries to reduce the total num- 
This will be located in the 
Rainbow room of the Winton hotel. 


ber of accidents. 


Maryland Casualty’s Golf Tournament 

Officers and employees had a great time 
playing together in the first handicap of the 
Maryland Casualty Company’s golf tournament 
just completed, which was played over the 
course of the Hillendale Country Club, Balti- 
more. 

The qualifying round was played on July 
28, 290, 30 and August 3. Richard H. Thomp- 
son, third vice-president, was crowned cham- 
pion when he disposed of Harry C. Michael 
in the title round. John A. Deming, Jr., clerk 
in the file room, was the winner in the low 
gross score, Mr. Thompson winning the low 
net. 

Match play was in eights, the prize for the 
winner of the first eight being a handsome 
silver platter awarded by President Burns, 
which was won by Mr. Thompson. In addi- 
tion, the company provided a silver cup to be 
known as the company’s cup and to be con- 
tested for annually, the winner to have his 
name engraved thereon and possession of the 
cup for one year. It is to become the perma- 
nent property of the player winning it three 
times, not necessarily in succession. This cup 
was won this year by Mr. Thompson. The 
runner-up in the first eight was Harry C. 
Michael, assistant auditor of the company, who 
received as his prize a very good looking desk 
thermos pitcher and tray. 

In the second eight, the winner was J. A. 
McKeon of the claim division and the runner- 
up was Raymond Finn, likewise of the claim 
division. In the third eight, Regan Mulligan 
was the winner and the runner-up was Ivan 
A. Snyder, superintendent of automobile 
claims. 


Metropolitan Casualty Opens Boston 
Branch 

Mass., August 18—The new 
Boston branch office of the Metropolitan Cas- 
ualty was officially opened here last week with 
Manager Harry FE. Moore, recently of the 
Zurich, and his competent staff on hand to 
welcome the many friends who “just dropped 
in to wish you luck.” 

Assisting Mr. Moore are: Henry G. 
McDonnell, superintendent of claims; Percy 
G. Cliff, superintendent of the bonding and 
surety department; Harold G. Packard, super- 
intendent of the liability department; Oscar J. 
Johnson, payroll auditor; L. F. Sweet, safety 
engineer; Chester R. Whitman, special agent: 
and Edward A. Quin, superintendent of ac- 
counts. The offices of the company are sit- 
uated in the Insurance Exchange building. 


Boston, 
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The first six months of 
show an tncrease 
in the number of Pol- 
icy Holders totalling 


92 








over the corresponding 
six morihs of last year. 
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National Crime Commission 
(Concluded from page 21) 
Evening Post, was a leading factor in the 
organization of the National Crime Commis. 
sion. 

Already the Crime Commission has about 
100 members throughout the country and it js 
understood that freedom from _ politic 
affiliations which might influence any action 
is the prime requisite determining choice oj 
Membership of the finance anj 
executive committees will be announced at a 
later date. Among those present at the meet. 
ing were: W. H. Pouch, president of th 
Concrete Steel Company and president of the 
National Association of Credit Men; Richarj 
Washburn Child, former Ambassador to Italy: 
Judge Ewing Cockrell, an organizer of the 
Crime Survey; Julian Goldmap, 
vice-president of the Arbitration Society of 
America; William H. West of West, Flint & 
Co., vice-president of the Institute of Account. 
ants: George W. Alger, New York lawyer: 
Mr. Knox, president, American Bar Associa. 
tion: C. K. Woodbridge, president of the 
Dictaphone Company and _ president of the 
Associated Advertising Clubs of the World: 
Stanley A. Sweet, president, Sweet-Orr Com. 
pany; Henry P. Davison, brother of the new 
chairman; Burdette G. Lewis, Commissioner 
of Institutes, State of New Jersey; William 
B. Joyce, chairman of the board, National 
Surety Company; FE. A. St. John, president, 
National Surety Company; George W. Wick- 
ersham, former Attorney General of the 
United States; Rayford W. Alley; E. it 
Gary, chairman of the United States Sted 
Corporation; Mark O. Prentiss; William L. 
Saunders, chairman of the board of the In- 
gersoll-Rand Company; George A. Plimpton 
of Ginn & Co.; Albert Levitt, professor of 
law, Washington and Lee University; George 
Gordon Battle, chairman of the Law Reform 
Committee of New York; Governor George 
S. Silzer of New Jersey, and S. C. Mead, 


the personnel. 


Missouri 


secretary, Merchants’ Association. 





Bring Suits for $141,115 


The Clergymen’s Co-operative 
Association and the Teachers’ 
Union, through attorneys John M. Groff an! 
S. V. Hosterman, have brought suits ager 
gating $141,115 against the Pennsylvania Ce 
ualty Company of Lancaster. The Pennsy' 
vania Casualty was formerly the Co-oper 
tive Casualty Company of America. The 
Teachers’ Protective Union is suing for $75 
the other organization is claiming 
The litigation is s* 
ance treaties. 


Beneficial 
Protectiv: 


100 and 
$66,015, it is alleged. 
to have arisen out of reinsur 





The officers of the Pennsylvania Casual | 
Company, which has been making good pr} 
gress under its present administration, are: | 
W. Smiley, president; T. G. Helm, vice-Pre* | 
dent. and R. D. Helm, secretary and treasure’ | 
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CONTRACT BONDS 





Such Instruments Used to Avoid 
Liens Against Completed 
Structures 





SITUATION IN DES MOINES 


Agents Say Contractor’s Ability to Fur- 
nish Bond Is Evidence of Good Faith 


Des Mornes, Ia., August 
bonds of small contractors, involving the erec- 
tion of residences and apartment houses, is 
becoming more and more a custom in Des 
Moines. Realtors who have residences built 
to sell on the instalment plan are requiring the 
contractor to give a bond that will make sure 
that no liens will stand against the property 
when completed. Many architects advise their 
clients to require bonds. Private parties hav- 
ing residences erected for their own use oft- 
times do not have either the time or oppor- 
tunity for careful supervision and the matter 
is left wholly with the contractor. In such 
cases there is no knowing whether bills for 
labor and material are being promptly paid, 
and, ofttimes, serious complications grow out 
of the failure of the contractor to 
ligations promptly. In some cases 
sible contractors throw up a job after accu- 
mulating obligations to labor and to firms fur- 
nishing the material and where no bond is 
exacted serious loss results. 


18.—Requiring 


meet ob- 
irrespon- 


os AGENCY PLAN a3 
Willis & Moore, general agents for the Eagle 
Indemnity Company of New York, have fur- 
nished bonds on private construction in recent 
weeks running all the way residences 
costing $5000 to those costing $35,c00. This 
firm requires a joint contract with the con- 
tractor and sees that all bills are promptly 
paid to avoid mechanics’ liens. Perhaps twenty 


from 


residences are now under construction, through 
the medium of this firm, involving this plan, 
and it is proving very satisfactory. 
for bonding the contractor is $15 per thou 
sand. In some cases the owner of the prop- 
erty meets this expense and in others the con- 
tractor adds it to his bid. 

P. J. Clancy, of the Clancy agency, states 
that exacting bonds of small contractors is be- 
coming more popular and should be used much 
more than it is. He f contractors 


The cost 


tells of 
throwing up jobs and leaving the owner all 
kinds of obligations to meet. He says bond- 
ing companies make diligent investigation of 
the character and financial ability of small con- 
tractors. Bonds are often denied after in- 
vestigation running back several years does not 
Justify them, but this knowledge is kept secret 
and no one knows, outside of the surety com- 
pany, why honds granted. Mr. 
Clancy contends that if a contractor cannot 
eve bond, it is conclusive evidence that parties 
employing him take a great risk, and the secur- 


were not 


ItV exarta ° ; : P 
'y exacted by bonding companies is serving 
t} ; . . . . 

the public a valuable service in that it is weed- 


mg out the irresponsible contractors. Where 


small contractors give bond, the agents of the 
companies making the concession give per- 
sonal attention to the work in hand and this 
supervisory oversight stimulates care, and 
promotes promptness in the paying of bills 
and eliminates waste. 


CoNFIDENCE 

Mr. Clancy contends that the mere fact that 
a contractor is under bond, no matter how small 
the job, establishes confidence that is helpful 
to all parties concerned. He believes it would 
add to the standing of contractors if, upon 
their own suggestion, bonds were offered as a 
part of the bid. It would inspire confidence, 
and the stability thus afforded would be a 
guaranty of efficient service. 

Some bonding companies discourage the is- 
suing of bonds to small and obscure contract- 
ors who are engaged exclusively in the erec- 
tion of residences because they contend that 
the knowledge that the contractor is under 
khond stimulates the owner of the property to 
make changes in the plans as building opera- 
tions proceed and this leads to much annoyance 
as the contractor naturally makes appeal to 
the company for relief, and agents for such 
companies are annoyed because the adjustment 
of the difficulty is made a part of their duties. 


EsTABLISHES 


Manages Auto Department of U. S. 
Casualty 

Cuicaco, Itt., August 17,—Fred L. Shove, 
formerly managing underwriter for the North- 
Casualty and Surety Company, has 
been appointed manager of the automobile de- 
partment of the United States Casualty Com- 
pany, New York, of which Edson S. Lott is 
president. Mr. Shove, prior to his connection 
with the Northwestern Casualty ana Surety 
Company, had been associated with the cas- 
ualty departments of Marsh & McLellan and 
with the Zurich. He bears the reputation df 
being one of the most capable underwriters in 
the entire country. 


western 


Plan of Pennsylvania Motor 
Federation 
Motor 


Americai 


Insurance 


Federation, a 


The 


branch of the 


Pennsylvania 
Automobile Associa- 
tion, is engaged in completing a new insurance 
plan, to be carried out in connection with the 
Lumbermens Mutual Casualty Company, Chi- 
cago, by which the automobiles of members 
will be insured, either directly or through re- 
insurance, at special rates. 
Form INsuRANCE BUREAU 

Members of the Pennsylvania Motor Fed- 
eration have long been interested in the idea 
of an insurance bureau of their own and hav- 
ing had before them the example of the Key- 
stone Automobile Club, which organized a re- 
ciprocal exchange for its membership, decided 
upon Penn - 
svlvania Motor Federation numbers about 75,- 


000 and it is evident that the plan, when put 


action. The membership of the 


will have a wide scope. 
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RECOMMENDS TAX REDUCTION 
District Superintendent Backs Up Cham- 
ber of Commerce 
Wasuincton, D. C., Aug. 15.—Unqualified 
endorsement of the recommendations of the 
United States Chamber of Commerce for re- 
duction and uniformity of insurance taxes is 
given by Thomas M. Baldwin, Superintendent 
of Insurance for the District of Columbia, in 
his annual report for the fiscal year ended 
June 30, last, just submitted to the district 

commissioners. 


AGAINST INCREASE 


“In view of the present stand of the Cham- 
ber of Commerce of the United States against’ 
excessive taxes on insurance companies,” the 
report declares, “we have been asked to urge 
Congress not to raise the rate in the district 
from 1 to 1% per cent on the net premiums. 
The first insurance bill, known as H. R. No. 
3689, placed the rate for all companies at 1 
per cent on net premiums, but Senate Bill No. 
4148 not only raised the rate to 114 per cent, 
but also raised the annual license fee from $10 
to as high as $100, depending upon the assets 
of the company. This means that the policy- 
holder is paying the bill, and it is hoped that 
your honorable board will ask for the lower 
rate of taxation or, if this cannot be obtained. 
then that the present annual license fees be 
continued.” 


AppROVAL URGED 


The report recommends approval of the new 
fraternal insurance law for the District of Co- 
lumbia, which is to be introduced in the com- 
ing session of ‘Congress. This measure is 
sponsored by the National Fraternal Congress 
of America. Objections raised by certain non- 
member organizations when the measure was 
first written are to be straightened out and the 
proposed law, it is believed, will make frater- 
nal as safe as any other class of insurance. 


RECOMMENDS SUPPORT 
Mr. Baldwin also recommends the commis- 
sioners’ support of the new insurance code 
has been before Congress for several 
and which it is believed can be passed 
at the coming session. 


which 
years, 


Fall Golf Tournament of Casualty and 
Surety Club 

The Casualty and Surety Club of New 

York will hold its Fall Golf Tournament on 

Wednesday, September 16, at Briarcliff Lodge, 

W. D. Dris- 

coll, agency supervisor in the New York office 


Westchester county, New York. 


of the Hartford Accident and Indemnity Com- 
and chairman of the golf committee, 
that the tennis courts 
pool, in addition to the links, will be open to 


pany, 
states and swimming 
the use of the members. Amusements will thus 
be available to those who do not play golf. 


Thege will be a dinner in the evening. 
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THE DEMAND FOR AN OUTLET FOR] CATASTROPHE AND.EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY: ee 
"= 1N AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - -  $4,439,946.82 
Capital - - - - 750,000.00 
Surplus - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - 2,200,980.45 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong © Conservatively Managed 
CORRESPONDENCE INVITED 








Liberal Contracts 











it HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 


PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 























1846 1925 





“That four generations, my father, the writer, his 
sons, and a grandson carried policies in the Con- 
necticut Mutual. . ” is “‘testimony to the high 
standard of service rendered by the Company and the 
honorable and courteous treatment received from its 


representatives.” 


A POLICYHOLDERS’ COMPANY 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford Conn. 














Sm Levis; 


CHAS. W. DISBROW 
PRESIDENT 


All kinds of 
Insurance on 
Automobiles 


Capital and Surplus - $1,376,995.89 
Reserves - - - - = 4,538,215.10 
Total Assets - - - 5,915,210.99 
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Trneuranee Decision& 


By Joseph @. Seller of the New Yérk Bar 


FIRE 

Insured may immediately bring an action 
upon failure of appraisers to agree. Insurer 
held to have waived right to rebuild premises. 
Insured’s opinion as to value of destroyed 
building, held properly admitted. Letters 
written to insured by fire marshal, ad- 
missible. ; ; 

Plaintiff brought action upon a policy of in- 
surance covering a building in Pittsburgh for 
the amount of $15,000. A fire took place on 
March 7, 1923, damaging the building, so that 
the city building inspector and fire marshal 
ordered the walls taken down. 

Two appraisers were appointed by the par- 
ties, who, in turn, selected an umpire, but no 
two of the persons so named were able to 
agree on the amount of loss. Plaintiff then 
revoked the appointment, filed proof of loss 
and brought suit for face amount of policy. 
Defendant rejected proof of loss, claimed that 
it was excessive and demanded the appoint- 
ment of new appraisers, naming one to act on 
its behalf. Plaintiff refused to join in a new 
appraisal, claimed a total destruction and upon 
trial obtained a verdict for full amount of his 
claim. 

Held, that the insured was not required to 
join in a second appraisal; after the first at- 
tempt had failed plaintiff had fully performed 
his obligation and was entitled to bring suit 
immediately. 

Defendant also claimed that it could have 
rebuilt the premises for less than the face 
amount of the policy. However, the defendant 
knew the situation, and of the orders given by 
the fire marshal, and made no attempt within 
the thirty-day period to exercise its option to 
replace. This amounts to a waiver of its right 
to rebuild. 

Defendant complained of the admission of 
improper evidence on the question of valuation, 
for plaintiff was permitted to give his opinion 
as to value of building. The policy insured 
the “actual cash value,” not exceeding the cost 
of replacement. While plaintiff was not 2 
real estate expert, he was presumably familiar 
with his own property, and defendant did not 
cross-examine as to his qualifications. The 
evidence was properly submitted to the jury. 
It was also claimed to be error, in admitting 
in evidence letters written by fire 
and a notice received from city building in- 
Spector, both ordering removal of building as 
a menace to public safety. Held, that this 
evidence was competent for the purpose of 
corroborating other evidence of plaintiff to the 
effect that the building was totally destroyed. 
Judgment affirmed. 


Chauvin vs. Superior Fire Ins. Co. (Sup. 
Ct. of Penn.), 129 Atl. Rep. 326. 


marshal 
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A person who mortgages his property 
and then conveys to purchaser who assumes 
and agrees to pay the mortgage has an in- 
surable interest. Knowledge and agreement 
of local agent of insurance company amount 
to a verbal assent of company to transfer of 
property. 

The plaintiff owned a farm, with buildings 
thereon, which were insured in Niagara Fire 
Insurance Company. Plaintiff executed a 
mortgage on the property to the local bank 
and thereafter sold the farm to a purchaser, 
who assumed and agreed to pay the mortgage. 
The plaintiff saw the local agent and told him 
what was to be done and told him that the 
bank wanted the insurance policy with a mort- 
gage clause on it and that the policy should 
be assigned to the new owner. The agent told 
the plaintiff that this was satisfactory and 
would be arranged The plaintiff left the State 
and thereafter the sale was closed, but the pol- 
icy was not assigned nor was the mortgage 
clause added. Eleven months later, the plain- 
tiff returned to the State, received the papers 
from his attorney and, assuming that they 
were all right, put them in his safe deposit 
box. Later the dwelling house burned, and the 
defendant denied liability. 

Held, that plaintiff, because of his liability 
on the mortgage note to the bank, had an in- 
surable interest in the property, although the 
grantee had assumed the mortgage. The agent 
was aware of all the facts and consented both 
to the transfer and the mortgage. The agent 
was the company and his consent could be 
given orally or the policy provision waived. 
The policy did not require that the consent of 
the company be in writing. The knowledge, 
agreement, and conduct of the insurance agent 
amounted to a verbal assent of the company to 
the transfer. When the company knows the 
facts, as here, does not attempt to cancel the 
policy, and retains the premiums received, it 
is liable. 

As the plaintiff agreed with the bank to keep 
the buildings insured in its favor, the bank is 
entitled to receive from the plaintiff any sum 
recovered. 

Baughman vs. Niagara Fire Insurance Co. 
(Sup. Ct. of Minn.), 204 N. W. Report. 321. 


The payment of the purchase price for 
certain real estate by the husband does not 
make him the equitable owner. Change of 
title is sufficient to defeat the claim of the 
husband to the insurance moneys. 

The property insured was purchased with 
furnished by the husband, title being 
taken, however, in the wife’s name and the 
insurance policies were also taken in her name. 
Afterwards the property was transferred to 
a third party, who, in turn, deeded the prop- 


money 


27 





erty back to the husband and wife as joint 
No request was made to change the 
policies. The wife died but the policies were 
permitted to continue as originally issued. 
When the property was destroyed by fire, the 
husband claimed the amount of insurance. 

The company’s agent was told of the trans- 
fer, and also knew of the death of the wife, 
but no request was made to change the insur- 
ance policies. 

The policy contained the usual provision of 
forfeiture, if the title to the property should 
be other than unconditional and sole owner- 
ship. Here, however, the trial court properly 
held that the payment of the purchase price 
by the plaintiff did not make him the equitable . 
owner. The Wisconsin statutes particularly 
provide that title shall rest in the party to 
whom the property is conveyed. 

The policy provides that any waiver as to 
transfer must be in writing, upon the policy. 
There is no waiver of forfeiture, although the 
company’s agent had knowledge of the trans- 
fer, where he merely remained silent. Plain- 
tiff also claimed that the companies were 
estopped from denying liability because of 
their failure to deny liability, and in negotiat- 
ing for a settlement and in requiring proofs of 
loss. However, the plaintiff never had any 
contractual relations with the companies, and 
the doctrine of estoppel cannot be used to 
create a contract which never existed. De- 
cision for companies affirmed. 

Macomber vs. Minneapolis Fire and Marine 
Ins. Co. (Supreme Court of Wisconsin), 204 
N. W. Rep. 331. 


tenants. 


“Apparent authority” is authority principal 
holds the agent out as possessing. Agent 
held to have sufficient authority to make a 
valid preliminary contract of insurance. In- 
surance agent is not the agent of the insured, 
because he is employed by the insured in 
other matters. 

The plaintiff wrote to the insurer’s agent, 
saying that he wanted $1500 insurance on the 
barn on his farm. On April 15, 1921, an ap- 
plication for the insurance was sent to plain- 
tiff by the agent, with a letter reading as fol- 
lows: 

“You can fill out the blank application on 
the typewriter if you choose, sign same and 
return to us. The insurance will be in force, 
immediately, but the policy may not be issued 
for two or three days.” The plaintiff filled 
out and signed the application and, together 
with a check for the premium, put it in the 
mail, properly stamped and addressed to the 
agent at 5 P. M., on April 16, 1921. The fire 
occurred on the night of the 16th or in the 
morning of the 17th, after the plaintiff had 
mailed the application but before it was re- 
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ceived by the agent. The application was re- 
ceived by the agent on the morning of the 
i8th and on the same day he mailed the ap- 
plication together with a check for the pre- 
mium, to a general agency of the company at 
Omaha. On April 19th the Omaha agency 
notified the local agent that the application 
was refused because they did not insure farm 
outbuildings except in connection with the 
balance of the property and the check for the 
premium was returned. 

Held, that the agent has implied or apparent 
authority to make a valid preliminary contract 
of insurance, covering the time necessary for 
the forwarding of the application and its ac- 
ceptance or rejection. It is clear that if the 
application had been accepted, the policy would 
have covered the risk from the date of the 
application, and that the insured pays the pre- 
mium for the stipulated period beginning with 
the date of the application. This custom of the 
company shows that the agent has implied or 
apparent authority to make a_ preliminary 
contract of insurance. The offer of insurance 
by the local agent was accepted by the plaintiff 
when the application was signed and properly 
mailed. 

It appeared that prior to the application, the 
insurer’s agent had heen the agent of the plain- 
tiff to rent the farm on which the barn in 
question was located. This employment, 
however, had no relation to the matter of 
insurance. The plaintiff commenced negotia- 
tions for insurance by applying to the agent 
as an agent of the insurers. The employment 
of the insurer’s agent by the assured to do 
some other act in regard to the property, does 
not create such a dual agency as to make the 
policy voidable at the option of the company. 

Of course, as a general rule, the same per- 
son cannot act as an agent for both parties in 
making the contract of insurance, and if he 
should so act, the contract of insurance may 
be avoided by the company. 

Judgment for plaintiff affirmed. 

Nertney vs. National Fire Ins. Co. of Hart- 
ford, Conn. (Supreme Court of Iowa), 203 
N. W. Rep. 826. 





Insurance Society’s Casualty Course 
The Insurance Society's special committee, 
charged with the duty of preparing the cas- 
ualty insurance course, held a meeting last 
week to plan their work. The probabilities are 
that the second and third years only will be 
given in the casualty course, because the work 
of giving the three years is too much to un- 
dertake in the present development of the 
task. The second year course in surety will 
be given. In this course it is planned to make 
It somewhat intensive with several lectures 
devoted to each heading. 





Actuary Desired 
One of the most aggressive Western life in- 
surance companies wishes to employ an actu- 
ary, salary ranging from $6000 to $8000. Read 
conditions in an advertisement of this com- 
Pany printed in this issue of THE SPECTATOR. 


James Elton Bragg Has Unique Record—Is 
One of the Country’s Youngest Life 
Insurance Executives 


One of the youngest life insurance execu- 
tives in the country is James Elton Bragg, who 
took up his duties as vice-president of the 
Manhattan Life, on August T. 

Mr. Bragg was born in Indianapolis, Jan- 
uary 22, 1893, his family moving to Washing- 
ton, D. C., three years later. Until he entered 
service for the World War in 1918, Mr. Bragg 
lived in Washington, graduating from high 
school and attending George Washington Uni- 
versity. 

On returning from army service, Mr. Bragg 
turned to life insurance and in January, 1910, 
came to New York city, becoming an agent for 
Mellor & Allen, then general agents for the 
Provident Life & Trust, now the Provident 
Mutual Life. In May of that year Mr. Bragg 
became agency manager for Sigourney Mellor, 
who had succeeded Mellor & Allen as general 
agent of the Provident in New York city. 

Determined to improve his selling plans, Mr. 
Bragg was attracted to the life insurance 
training course at the Carnegie Institute of 
Technology, Pittsburgh, and in April, 1920, 
enrolled for the course, becoming one of the 
earliest graduates of this far-famed school of 
life insurance selling. 

Returning to field work in New York city 
on completing this course, Mr. Bragg became 
an independent agent, placing his business with 
various companies. It was while so engaged 
that he was appointed as the first executive 
secretary of the Life Underwriters Association 
of New York, in which position he attracted 
considerable attention in connection with mem- 
campaigns and general. executive 
During this period the association’s 


bership 
duties. 
membership grew to be the largest in its his- 
tory up to that time, making it the largest 
local association in the country. 

In the summer of 1922, Mr. Bragg con- 
ducted a standard course for life insurance 
agents at the University of Oklahoma, there 
heing 100 students in the course, which was 
highly praised at the time. 

That fall the life insurance training course 
at New York University was begun under the 
auspices of the Life Underwriters Associa- 
tion of New York and Mr. Bragg became an 
instructor in salesmanship and the principles 
of life insurance salesmanship, serving for two 
full school years, in association with Dr. Grif- 
fin M. Lovelace, director of the course and 
noted as one of the greatest life insurance 
educators of the country. 

Not satisfied to teach only through the 
school year, Mr. Bragg, still in association 
with Dr. Lovelace, conducted a summer school 
at St. Louis in 1923 and Buffalo in 1924 at 
which about 235 students were trained in life 
insurance selling. 

During the years from 1921 to 1924, while 
handling his work as executive secretary of 
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the Life Underwriters Association of New 
York and as instructor at New York Univer- 
sity, Mr. Bragg continued writing life busi- 
ness in partnership with Clark Mellen, under 
the firm name of Mellen & Bragg. In its best 
year, 1923, this firm paid for over $800,000. 

It was in September, 1924, that Mr. Bragg 
gave up his teaching at New York University, 
resigning to become assistant manager of the 
C. B. Knight agency of the Union Central in 
New York city. There he had charge of the 
agency training of the producing staff and 
supervision of new salesmen. 

In April, 1925, Mr. Bragg conducted a 
special course for life insurance salesmen for 
the Y. M. C. A. at Newark, N. J., handling 
162 students. It was a direct result of the 
enthusiasm and_ spirit engendered by this 
course that the organization of the Life Un- 
derwriters Association of Northern New Jer- 
sey was made possible. 

Right up to the time that Mr. Bragg joined 
the Manhattan Life, he continued his educa- 
tional work, spending his vacation in July of 
this year giving special lectures on program 
insurance for the University of Pittsburgh, in 
a course conducted at Chicago, IIl., in which 
135 students were enrolled. 

The new vice-president of the Manhattan 
has made an enviable reputation as a speaker 
on life insurance subjects, his services being 
constantly in demand. 
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In no direction has the modern health pro- 
moting movement made greater progress than 
in the health supervision of college students 
at certain higher institutions of learning. 
While this is as it should be, it is, neverthe- 
less, regrettable that so many institutions con- 
sider the subject in a superficial manner. Per- 
haps the two most notable exceptions are the 
health supervision of the students at the Uni- 
versity of California and of the University of 
Illinois. From the latter there has recently 
been made available the combined results of 
eight years’ experience covering the period 
1919-23. The report unfortunately has not been 
printed, but the document is available in type- 
written form amplified by a large number of 
charts, most of which, however, cannot be said 
to serve a really useful purpose. The statistics 
and text of the report represent one of the 
most notable contributions of the increasing 
literature on health examinations and it is 
hoped that in course of time this valuable work 
may become more widely available. The re- 
port is signed by J. Howard Beard, university 
health officer. It considers with much at- 
tention to details, first—the results of the com- 
plete physical examination: second, the med- 
ical attention given to students; and_ third, 
studies made of conditions pertaining to the 
student’s health and a number of miscellane- 
ous matters, military examinations and _ last, 
not least, co-operation with family physicians. 
It would be quite impossible to review this 
really monumental work in detail but certain 
aspects may be dealt with for the present pur- 
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During the year 1923 the total number of 
= students examined was 3211, of which 2208 


were men and 1003 were women. 


The per 


























DEVOTED TO 
rar q EDUCATIONAL & 
















By Frepertck L. Horrman, LL.D., 


capita cost of the examination of men was 38 
cents and for women 59 cents. It is pointed 
out that the cost for women students must re- 
main higher because “they cannot be handled 
in such large numbers as men and must be 
given greater personal consideration.” Of the 
2148 men medically examined in 1923 a record 
of tuberculosis was found in 117 of the 
parents; of cancer in 112 and of neurasthenia 
77. Of 998 women, tuberculosis had occurred 
in the parents in III cases; cancer in 108 and 
neurasthenia in 75. The men had suffered a 
much larger number of injuries but the figures 
in this respect do not afford an opportunity for 
really useful conclusions. It is rather sugges- 
tive, however, that 675 of the men had been 
operated upon on the head and 340 of the 
women, largely for ear and throat operations. 
Very curious facts were disclosed in the evi- 
dence of vaccination. While there were 779 
men who had vaccination scars of less than 
eight years’ duration, there were only 8 women! 
Sleep of less than seven hours was relatively 
much more common among women than among 
men, indicative of health injurious habits 
which it should be the function of a univer- 
sity to control to better purpose. Of the 2148 
men examined 889 drank tea, 1241 drank cof- 
fee and 591 used tobacco. Of the 998 women 
examined 354 drank tea, sor drank coffee and 
none used tobacco. Appendicitis had appar- 
ently been more frequent among women than 
men, 108 cases among the latter against 96 
among the former. The same applies to con- 
stipation, of which there were 80 cases among 
the men and 88 among the women. Malaria 
been relatively frequent among both 
88 among men and 40 among women. 
was _ relatively more common 
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Health Examinations of College Students 


Consulting Statistician, The Prudential Insurance Company of America 


among women. There had been only 14 cases 
among the men, against 29 among the women. 
Of pneumonia there had been 247 cases among 
men and 131 among women, while among the 
former there had been 7 cases of tuberculosis 
and 1 among the latter. Of typhoid fever 
there had been 112 cases among men and 50 
among womeri, while 502 of the former wore 
glasses, against 354 of the latter. 

The results of the physical examination of 
the class of 1927 represented by 2094 men and 
937 women were as follows: Poor general 
development was observed among 254 of the 
men and among 4 of the women. Obese con- 
diticn of nutrition was observed among 52 
men and 74 women. Enlarged thyroid was 
observed in 97 of the men and 259 of the 
women. Abnormal chests were observed among 
29 of the men and 66 of the women. Abnormal 
heart conditions were rather infrequent, but 
hernia was present in 68 of the men and 4 of 
the women. Albumen in the urine was ob- 
served in 167 of the men and 43 of the women, 
while sugar was found in 8 of the former and 
- in the latter. Spinal curvature was observed 
in 374 of the men and in 220 of the women. 

Another fact of interest was the higher per- 
centage of women students reporting a his- 
tory of tuberculosis in one or both of the 
parents. For the class of 1927 the proportion 
for men students was 5.5 per cent and II.1 
per cent for women. 

As regards neurasthenia, or more accurately 
defined as “nervotis breakdown,” or nervous in- 
stability, this is claimed to be on the increase. 
It is a symptom of the inability of the ner- 
vous system to withstand the demands of mod- 
It often also indicates a neuro- 

It is 2.3 times more common 


ern existence. 
pathic heredity. 
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in women than in men due to the additional 
strain from life’s routine end a greater de- 
mand upon the nervous and endocrine systems 
of women. The same conclusion regarding 
higher incidence of the history of tuberculosis 
applies to cancer. Among men students there 
was a cancer history on the side of the father 
in 5.2 per cent of the cases, against 2.8 per 
cent of the women. 

As regards the high incidence of accidents 
in the history of both men and the women this 
“corroborates the regrettable fact that an epi- 
demic of injury is superseding an epidemic of 
contagion” for 16 per cent of the women and 
30 per cent of the men had been painfully in- 
jured before entering the university. By com- 
parison of the occurrences of injury during the 
last five years it is seen “that as the girls 
more and more follow the games, vocations, 
and avocations of men, their liability to injury 
increases. The danger from riding, driving 
and being hit by automobiles makes little dis- 
tinction of sex.” 

Of exceptional interest and a matter of sur- 
prise is the large proportion of men and 
women students who had undergone an oper- 
ation during the five years previous to their 
matriculation. For men of the class of 1927 
this was 41.3 per cent and for women 43.5 per 
cent. Of these operations 6.3 per cent for 
the men and 7.4 per cent for the women were 
abdominal. 
the important study of the after effects of 
their 
It hardly admits of a serious doubt 


As yet no one has essayed upon 


operations or relation to subsequent 
longevity. 
that many operations, especially of the tonsils 


as well as for appendicitis, are needless and 


could be avoided by proper medical treatment. 

As regards coffee drinking habits, it is said 
that while a smaller percentage of women than 
men use coffee, their number is increasing at 
the rate of 2.5 per cent per annum. Curiously, 
it is said that tea addiction is greater among 
men than women. About 30 per cent of the 
men registering in the university for the first 
time gave a history of using tobacco. Con- 
trary to expectations, during the last five years 
this proportion has fallen from nearly 32 per 
cent to 27 per cent. 

With reference to sleep, it is further said 
that during the last three years the medical 
histories of the women have shown an in- 
crease in the number of those getting on the 
average less than seven hours of sleep. It is 
properly pointed out that this evidence of in- 
sufficient rest is not without significance in 
adolescence when the stress upon the body, 
particularly upon the nervous system, is heavy. 

It is also observed that the wearing of 
glasses is becoming more common and is evi- 
dence of the effect of the close use of the eyes 
in modern life suggesting the education of the 
pupils to the necessity of correcting eye strain. 

The occurrence of rheumatism is dealt with 
in considerable detail, and the statement may 
be quoted “that the greater susceptibility of 
women to this disease means a greater ten- 
dency to crippling complications.” For the five 
years past, women show approximately 25 per 
cent more rheumatism and nearly three times 
as many cases of discharging ears as the men 
Appendicitis is nearly 4 per cent more fre 
quent among girls than among boys. This ap- 
parent fact may be a fallacy because of ovarian 


disturbances being mistaken for inflammation 
of the appendix. About 4 per cent of the men 
and 5 per cent of the women have had rhey- 
matic fever before entering the university. At. 
tention is called to the increasing trend towards 
inoculation against typhoid fever which coip- 
cides with the gradual fall in the incidence of 
the history of typhoid fever in students reg- 
istering for the first time. 

It is quite out of the question to review this 
interesting report in more detail, but as I have 
said before, it is a document of extraordinary 
value and suggestive of extremely careful con- 
sideration and a model for similar investiga. 
tions else where. Of special interest for insur- 
ance purposes are the results of the urinalysis 
which covers a five-year period and a large 
number of examinations. Of the class of 1927, 
for illustration, out of 1248 examinations 81 
per cent gave an acid reaction; 11.8 per cent 
were neutral; 6.3 per cent were alkaline; o4 
per cent yielded sugar and 7.8 per cent yielded 
For 998 women the results are as 
follows: 83.1 per cent yielded acid reaction: 
6.8 per cent were neutral; 10.1 per cent were 
alkaline; 0.7 per cent indicated sugar, and 4.3 
per cent albumen. Of exceptional interest also 
is the statement that of the men_ students 
examined for the classes 1923-1927, 4.4 per cent 
gave evidence of spinal curvature, while the 
corresponding figure for women was 22.6 per 
cent. 


albumen. 


You Must Have a Plan 

Many New York Life writers, I am sure, 
lose business because of a mistaken idea about 
not being able to see prospects before a cer- 
New York advertising men, for 
example, firmly believe that they can’t see 
agency space buyers until after ten o'clock. It 
is one of the cherished superstitions of the fra- 
ternity. Yet, at a gathering of the salesmen 
for a big New York daily, the vice-president 
of one of the largest advertising agencies in 
New York complained because no salesmen 
came to see him before ten o’clock. 

“I am always glad to see people if they have 
something important to say,” he remarked, “but 
I am especially glad to see them at 9.30 or 
Practically anybody can see me be- 
Salesmen can see 


” 


tain hour. 


earlier. 
fore 9.30 in the morning. 
me on Saturday mornings, too. 

So it is in our business. There are a num- 
ber of people who can be seen earlier than the 
hour which seems to be fixed as the earliest 
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LIFE 


hour for calling on prospects. These people 
prefer to be called on early in the day—espe- 
cially in summer. 

By locating such “early birds,” and seeing 
them early, using of course discrimination and 
judgment, you can increase your productive 
working hours almost 20 per cent-—Thomas 
4. Buckner, New York Life Bulletin. 


PREPAREDNESS 
Many Uses to Which Life Insurance 
Policies Are Put 


The preaching of preparedness as a national 
program is producing a practical application of 
it in many a man’s personal affairs. First- 
hand evidence of it is found in the insurance 
world, where a constantly increasing amount 
of underwriting is covering every kind of 
emergency from the theft of a tire to protec- 
tion against earthquake hazards. 

“Men have more courage in taking a chance 
to-day because they have acquired the knowl- 
edge of how to cover themselves on a chance,” 
says an assistant secretary of the Prudential 
Insurance Company. “The average man cares 
not so much about the hardships he might have 
to endure through loss in a business venture 
as he does of the discomfort it would cause his 
family. Insurance is becoming a habit with 
him because it safeguards his family. He car- 
ries it not merely to pay burial expenses, as 
the workman did in the early days of indus- 
trial insurance, not only to tide his family 
over the period of readjustment following 
death, but to cover any loss that might develop 
through a business venture in event of his 
sudden or unexpected death. 


“If he carries a mortgage on his house he 
takes a policy to cover it and makes safe that 
home for his family. If he borrows money 
to expand and improve his business he makes 
sure that his family or partner will not suffer 
because of that loan should he pass on before 
the fruits have been garnered. The man of 
more ample means provides an extra policy 
to pay the inheritance tax so that his heirs 
need not disturb his investments. 


“Term insurance is written to cover virtually 
every kind of emergency. It gives protection 
in event of the death of the policyholder over 
a certain period. It is the cheapest form of 
protection. The premiums are low. But as 
in fire insurance, when the specified term ex- 
pires a man’s equity ends, unless it has been 
converted into another form. 


“Now there is a marked tendency to get 
away fronr the merely temporary forms of 
Protection. This proves that the public is gain- 
mga better understanding and appreciation of 
msurance principles. The term policy is giv- 
mg way to the modified life form. This newer 
Policy permits a man to procure the protection 
desired at approximately half the recular pre- 
mium for the first five years, at the end of 
that time paying the full premium with a slicht 
advance. This reduced rate during the early 
Years gives hint the opportunity to recover 
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Income Insurance 

Why is income insurance the best protection 
for women and children? 

Why is it the most remunerative for agents? 
The reasons are clearly stated in the work, 

“Tncome Insurance,” Mr. Alexander’s unique 
new book, which deals in a novel manner with 
income insurance of all kinds. Every life un- 
derwriter who sells income insurance will find 
this excellent book of the greatest service, and 
agents who have not heretofore availed them- 
selves of the benefits of selling income insur- 
ance will find the book of exceptional value. 

Various dangers attend the leaving of life 
insurance payable in a lump sum. 

Get-rich-quick sharpers may get it; it may 
be lost in speculative ventures, or it may be 
recklessly squandered. But there are other 
insidious and more obscure perils that consti- 
tute real dangers and are frequently as injuri- 
ous to beneficiaries as those named. 

For example, many women are careful and 
economical, and are anxious to invest their 
money prudently, but they lack experience, or 
follow injudicious advice, or purchase securi- 
ties that appear to be safe but are not, or 
which are good when bought but later dete- 
riorate in value. Both men and women who 
have not been trained to invest and care for 
capital are liable to such losses. 

Income insurance is the best means of pro- 
viding for the future of the family, for it 
avoids the danger of loss of principal and 
assures a sure, steady, known income. 


Best FormM oF INSURANCE FOR THE 
AGENT To Work 

For it enables him to increase the volume of 
insurance he writes. Lapses will be few, and 
additional insurance will be taken more freely. 
Thus the agent’s reputation will be strength- 
ened, and he will earn more money. 

It is clearly shown that the agent who fails 
to offer income insurance for family protec- 
tion throws away an opportunity of extraordi- 
nary value. 

This unusual book has three very useful 
supplententary chapters: 

In the first, all the arguments in favor of 
income insurance are brought together in con- 
cise form. 

The second presents a compact list of the 
reasons why the agent who advocates income 








from the financial exigencies under which he 
was then laboring. In the meantime he has 
acquired a permanent interest in a policy which 
carries additional advantage in the way of loan 
values. 

“There are many instances of a term policy 
adequately covering a risk, and there will 
always be a certain number of them written. 
But the average man does not like the feeling 
that comes when a policy expires. Just as he 
has become accustomed to a sense of security 
through his insurance, he feels acutely con- 
scious of possible danger because by contrast 
to his former position he feels himself ex- 
posed to it.” 
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insurance in appropriate cases, will make more 
money than the agent who offers only insur- 
ance pavable in a lump sum. 

The third supplementary chapter contains 
the most complete list of selling points in favor 
of income insurance ever gathered together. 

Mr. Alexander’s recognized as one of the 
most original and accomplished educational 
writers upon life insurance topics, and_ this 
illuminating and comprehensive book upon In- 
come Insurance, while complete in itself, may 
be regarded as a supplementary volume to the 
Alexander Educational Series for Life Under- 
writers. 

No life underwriter can afford to neglect to 
read studiously this helpful new work. Price, 
per copy, $1.50. 


Industrial Accidents 
The latest report of James A. Hamilton, 
industrial commissioner of New York shows 
that during July there were 162 deaths 
caused by industrial accidents. While this is 
a decrease of nine from the record for June, 
it is significant to note that the largest num- 
ber of the accidents was caused by vehicles. 
Apparently the traffic problem is continuing to 
take its toll. Twenty-two deaths were re- 
ported in transportation industries, while seven- 
teen were reported for the metals industry. Of 
the twenty-seven deaths analyzed as being due 
to vehicles, steam and electric railways ac- 
counted for thirteen, two were ascribed to 

wagons, and twelve to automobiles. 
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J. G. Cutler 


FIELD SUPERVISOR 


WICHITA, KANSAS 



















































SUPERVISOR 

PUBLIC LIFE An Eastern Life Insurance Company 
is desi f obtaini 3 - 

INSURANCE ida aoe oe ae ean 


who are ambitious to become Super- 


COMPANY visors for the following territories: 


Eastern Pennsylvania Maryland 
District of Columbia Delaware 


Tennessee Kentucky 
HOME OFFICE Indiana Michigan 
CHICAGO West Virginia 
ILLINOIS 
Age 30 to 45 preferred. 
ar ae All correspondence strictly confi- 
dential. 
ALFRED CLOVER Address Supervisor 
PRESIDENT 
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Prospecting for City Business 


By E. J. Bertet, 
Manager at Philadelphia for the Guardian Life Insurance Company 


Much that will be said will be old to most 
of you, but an effort will be made to say it 
in a new way so that it will at least prove of 
some service in again attracting your atten- 
tion to undeniable fundamentals. Prospecting 
in the city and in the country are much the 
same with perhaps a difference in scope. The 
subject will perforce have to be handled in a 
practical way, thus eliminating any effort at 
humor or the picturing of humorous situations 
as might arise, for instance, in the presenta- 
tion of the value of an accelerated policy. I 
am reminded of two negroes, Sam and Rastus, 
who were playing a card game and said: 

Sam: “Listen heah, boy, jos’ what kind of 
a life is you been livin’ ?” 

Rastus: “Oh, ordinary, jos’ ordinary.” 

Sam: “Well, if yo’ pulls any mo’ aces out 
0’ yo’ shoe, you’ ordinary life is goin’ to ma- 
ture.” 

Prospecting—why, bless you, that part of 
our job is being made easier every day. Bank- 
ers suggest life insurance to their borrowers; 
Jawyers talk it to their clients; certified ac- 
countants preach its virtues to business men 
and ministers expound upon it from the pupit. 
Pick up a national magazine and you see an 
article on life insurance. Almost every day 
your newspaper says something related to this 
subject in which ycu are so vitally interested. 
And then, prohibition! Look how it has multi- 
plied your prospects. Now the poor man has 
money enough to pay the premiums and the 
tich man is sober enough to give life insur- 
ance serious thought. And those who drink 
to-day’s brand of liquor find it unsafe to be 
without it. 


From an address before the meeting of the Guar- 


dian Life, Leaders Club, Edgewater Beach Hote i- 
pd i on gewater Beach Hotel, Chi 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. 10-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 











Life underwriters are frequently referred 
to as public benefactors and preachers of 
thrift. These are high sounding terms but we 
cannot, however, forget that we have a living 
to make and that we owe it to ourselves and 
our families to make as great a financial suc- 
cess as is possible. 

It is, therefore, necessary to cut down on 
too much educational work by confining our 
prospecting among the following: 

First: Men of permanent occupations and 
reasonable earning capacity. 

Second: Married men or widowers with or 
without children are undoubtedly better pros- 
pects than single men. 

Third: It is easier to insure men over 30 
years of age than those under 30. You know 
young fellows know it all and are sure they are 
going to live forever. I have two sons who 
are seniors in high school. They are growing 
brighter and brighter day by day, while poor 
Dad, a dumb “Benny,” is growing dumber and 
dumber. Records compiled up to the end of 
1923 show that ages 30 to 40 have been the 
best, with 40 to 50 a close second. I am in- 
clined to believe, however, that Guardian 
Life’s Monthly Premium: Payment Plan will 
greatly increase the number of assured be- 
tween ages 20 and 30. It will also tend to in- 
crease the size of policy, bringing about a 
greater volume of protection for the assured 
and a greater volume of business in force for 
the company. With the fine high dividends 
paid by Guardian on the younger ages the 
group between ages 25 and 30 should, in my 
opinion, have a most earnest solicitation un- 
der the monthly premium payment method. 


Fourth: Those who are already insured are 
much better prospects than those who carry no 
protection. 

Fifth: Prospecting is much easier if you 
have membership in the better clubs, lodges, 
Civic associations, etc. By all means be a 
church member. Being such has many virtues. 

In any consideration of prospecting would 
it not be well to teach ourselves to know when 
to pocket a loss. Life insurance men are 
entirely too prone to hold on indefinitely to 
cards in their files. Many prospects are 
nothing more or less than suspects. Too many 
return calls will put you in the bore class. As 
you will never get the business, anyway, it is 
far better indeed to tear up such cards and 
assign them to the waste basket, devoting your 
energy to the more fertile field of new pros- 
pects. 

The best prospects for me may nct be the 
best prospects for you. We know a very suc- 
cessful agent who has given up even trying 
to insure professional men. On the other hand, 
we know another successful agent who devotes 
practically all of his time to insuring profes- 
sional men. We know another who works ex- 


(Concluded on page 38) 
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Frankfort, 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEMe- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Peoples 
Life 
Insurance 
Company 


Indiana 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 


Policyholders 


Insurance in force 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGA 
ee TENNESSEE, TEXAS A 


A few top notch contracts to Imsurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 

























































NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Lite 


Insurance Co. 
of New York 
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STORY OF E. J. SCHELLENTRAGER’S 
SUCCESS 
Reliance Life Premier Agent Is Hard-Working 
Expert in Many Ways 


There appears to be no limit to the achieve- 
ment which human perseverance when intelli- 
gently and zealously directed will secure. 
Every great leader in the world’s history was 
persevering—one whose thoughts centered on 
ene particular problem until it was solved— 
one who worked out his problem to a definite 
conclusion. 

Successes in life are quite frequent and 
human perserverance is usually found in the 
equation. Great successes in any given pro- 
fession, though, are rare. Great successes are 
persevering men—plus something else, some- 
times called genius; and genius has been often 
described as simply “hard work” coupled with 
the faculty of taking infinite pains. 

An inspiring story of a persevering leader— 
one of the greatest if not the greatest present 
day, personal writers of insurance—is told of 
E. J. Schellentrager, of the Reliance Life In- 
surance Company. Mr. = Schellentrager’s 
experience in the insurance profession reads 
like modern fiction but still suggests the broad 
way of success open to every life underwriter 
possessing an inclination toward constant self- 
development, initiative, perseverance and 
enthusiasm. 

On May 10 of this year Mr. Schellentrager 
completed his eighth contract with the Re- 
liance Life. During his contract period he 
was instrumental in placing on this company’s 
books a total in commuted volume of life in- 
surance of $11,393,558. During his first four 
years his total production was $3,139,650 and 
in the past four years this production was in- 
creased by $8,253,908. In his last contract 
year his production showed an amount of $3,- 
686,303 or, as much in volume as he wrote 
during the two years previous. In addition, 
Mr. Schellentrager places considerable busi- 
ness with companies other than the Reliance 
His surplus business brokered with other com- 
panies is, under present approximation, an 
amount in excess of $17,000,C00. 

Mr. Schellentrager frequently co-operates 
with other agents of the Reliance Life in 
assisting closures where large cases involving 
difficult elements of competition or an exhaus- 
tive knowledge of the subject are concerned. 
In past instances this co-operation has involved 
his traveling across the continent from Pitts- 
burgh to California. In other words, his field 
activities are nation-wide. 

As the result of his recent joint-work with 
other agents, during June of the current year, 
he wrote $600,000 in the Ohio department of 
the Reliance Life and $400,000 in the Illinois 
department. During this same month he wrote 
$473,000 in Pennsylvania and incidentally led 
the company in accident and health insurance 
paid for. It is to be recognized that in sev- 
eral of the large cases written jointly, Mr. 


36 


Schellentrager received only one-half credit 
volume, indicating that the gross volume 
business which he actually closed during the 
month was well over $2,000,000—a record 
probably never equaled for volume of bys. 





In the States of 


Illinois, Michigan, 
Ohio and Missouri 


If You Can Interest Us, 
We Can Interest You. 
Let’s Talk It Over? 





Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, Il. 


J. J. DUBOURG, Agency Manager. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,750,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today. 


AGENCY DEPARTMENT 
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written by an individual insurance pro- 
ducer during a single month. 

The belief might be consistent that, after 
such an eminently successful month the period 
following would show a proportional decline 
below the normal trend. With Mr. Schellen- 
trager, however, this is never the case. 


ness 


Con- 


‘tant production is the remarkable feature of 


his success. Consistently increasing production 
from year to year has been his usual experi- 
ence. There is no suspended motion. He is 
either prospecting—closing or has closure dates 
definitely imminent. This is always true of 
the active producer. 

During July, and following his splendid vol- 
yme of business transacted in June, Mr. 
Schellentrager paid for an additional $52s,- 
oo of life insurance. Incidentally, he led the 
Western Pennsylvania department of the Re- 
liance Life in paid business and ranked sec- 
ond in its Illinois department. His standing 
in respect to accident and health business writ- 
ten during the month was eighteenth in the 
entire organization, which is indeed unusual, 
due to his having led the company in_ this 
phase of production in the month previous and 
in that as his selling methods are not based 
distinctly along accident and health lines. 

Recently, Mr. Schellentrager ir joint opera- 
tion with G. V. Cleary, the local Reliance 
representative in Chicago, paid for a single 
policy for $1,000,c00 on the life of John A, 
Carroll, president of the Hyde Park State 
Bank there. This is probably the largest single 
policy ever issued by one company which has 
been recorded in the experience of the insur- 
ance business. The fact that Mr. Schellen- 
trager was afforded the opportunity to prop- 
erly outline and program Mr. Carroll’s insur- 
ance coverage through the adequate reinsurance 
facilities of the Reliance Life is another factor 
which should not be under- 


of his success 


estimated. 


It might be thought that Mr. Schellentrager, 
in securing this remarkable volume of produc- 
tion, seeks only men and women of great 


wealth as his clients. This is manifestly an 


error for his indefatigable work carries him 


to all classes of persons of varied financial 
status. An analysis of his June production 
discloses the fact that he personally wrote one 
application for $750,000; one for $100,0c0: one 
for $60,000: four between $25,000 and $50,- 
000: five between $10,000 and $15,000 and sev- 
eral others from $1000 to $4000. 

Every case he writes receives the same iden- 
tical personal study. 
benefit of Mr. Schellentrager’s comprehensive 
analysis of needs and 


Every client receives the 


requirements. He is 
always considerate of his client's financial 
limitations and abhors the practice of “cram- 
ming insurance down the prospect’s throat,” as 
ne terms it—simply to make personal gain of 
a few dollars commission. 

Mr. Schellentrager’s surveys are accurate, 
His facility and 
teal genius in analyzing his prospect’s needs 


systematic and voluminous. 


are the result of exhaustive study and close 


appli , ier e = 
pplication to his subject. Mr. Schellentrager 
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is an authority on the income and inheritance 


tax in its application to insurance. His under- 


standing of tax matters is profound and he is 
far better qualified to answer relevant ques- 
tions on the subject than the majority of men 
in the legal profession. 
When asked to what 
qualification or selling method he attributed his 
“Hard work and an in- 


particular personal 
success, he replied, 
timate personal service, everlastingly given.” 
In further explanation, Mr. Schellentrager said, 
in part: “I have continually tried, in all cases, 
not alone to properly cover my client with in- 


surance but also to give him an added service 





SCHELLENTRAGER 


E. J. 


by continuing to look after his best interests. 
My knowledge of tax matters enables me to 
give my client all the benefits possible under 
the varying inheritance and estate tax laws. 
I have often surveyed my prospective client’s 
insurance and found him lacking in the proper 
coverage on the one hand and greatly over- 
Recently, I had two cases 
One involved an official of 


sold on the other. 
under negotiation. 
a large Pittsburgh company who bought in- 
surance promiscuously up to a quarter of a 
million dollars. Taking his estate into con- 
sideration, only $95,000 was tax free and on 
the balance of $155,000, a tax of $62,000 would 
have had to be paid because his insurance was 


improperly written. This error was rectified 


and the $62,000 saved as the result. In the 
other, case this service was extended to a 
client who had likewise purchased $550,- 


000 insurance promiscuously in building an in- 
surance estate. As the result of his prodigal 
buying only $40,000 of it was tax free. Through 
certain readjustments which were suggested, 
he, too, was able to institute a material sav- 
ing. I will not sell a man or woman insur- 
ance simply because a sale might be easily 
made but only when I recognize the actual need 


— 


d/ 











Stephen M. Babbit 


President 





HUTCHINSON KANSAS 




















for this coverage. In many instances where 
such was the case, all the service I could ren- 
der the individual was to put his insurance 
policies in proper shape.” 

Mr. Schellentrager is a reticent man and 
does little talking. His interest in his life’s 
work is engrossing—his belief in insurance and 
the great service it is rendering is profound. 
As the natural consequence, he finds it no diffi- 
cult matter to imbue in his client that self- 
same confidence and enthusiasm. 

Consistent with the systematic, orderly and 
progressive methods by which he transacts his 
business, Mr. Schellentrager uses direct mail 
advertising extensively. A battery of stenog- 
raphers and typists are constantly in his em- 
ploy during the campaigns which he person- 
ally creates and supervises from time to time. 
The dominating note of the appeal in his sales 
letters is naturally inheritance and income tax 
protection. His letters are unique in 
their arrangement and strongly appealant to the 
prospect, who, through their agency, suddenly 
discovers lacking insurance protection in a 
measure previously unbeknown to him. 

Born in Cleveland on June 14, 1870, Mr. 
Schellentrager attended the city schools and 
architecture. In later years he re- 
where he entered the 


sales 


studied 
moved to Pittsburgh, 
architectural profession with good success. One 
day, while discussing other matters with H. 
G. Scott, vice-president of the Reliance Life, 
his interest was aroused in the profession of 
insurance underwriting. Upon making care- 
ful study of the matter he was convinced that 
there were greater opportunities afforded by 
it for the man who would make intelligent ap- 
plication of hard work. Accordingly, he signed 
a contract with the Reliance Life and imme- 
diately began a career which denotes an 
extraordinary example of personal success. 
Mr. Schellentrager’s record hardly needs 
the glamor of superlatives. 
in themselves, are outstanding through their 


His achievements, 
singularity. By the success he has attained he 
has proved that the possibilities in the pro- 
fession of insurance underwriting are virtu- 
ally illimitable. 
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Prospecting for City Business 
(Concluded from page 35) 
clusively among the better class of labor con- 
nected with the building trades, such as car- 
penters, plasterers, bricklayers, etc., etc., with 
signal success. 

This would suggest that you ought to special- 
ize upon the classes with which you find it 
most agreeable to work, striving all the while 
to equip yourself for larger things. One who 
now catches cat fish can become the success- 
ful trout fisherman of the future if he fishes 
in the right waters after having been suffi- 
ciently diligent in his efforts for self-improve- 
ment. ; 

An important consideration, in “prospecting,” 
because of the generous variety of policies, is 
just which policies can you sell best. All of 
us find some policies easier to sell than others. 
For instance, pardoning a personal reference 
the speaber specializes in business insurance, 
and monthly income, using the ordinary life 
plan. One of our Philadelphia agents sells 
practically nothing but special life income 
endowment. Another Philadelphia agent has 
been selling term—much too much _ term. 
While we are encouraging the special life in- 
come endowment specialist, we are trying to 
wean away our term specialist from that form 
of policy. 

Having satisfied yourself as to your per- 
sonality, your market, your method of selling 
and your kind of policies you can more read- 
ily enter into the more serious consideration 
of where to go. 
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Do not overlook newcomers to the com- 
munity. Show them every possible courtesy. 
Now that the company is issuing insurance at 
age 10 there are many sons that fathers are 
willing to insure. Go see such fathers. Non- 
medical acceptance should greatly increase the 
number of prospects among employed single 
women who in the past would not apply be- 
cause of the examination required. 

Do not forget the rainy day prospect. In 
this group you find men who are ordinarly “on 
the street” in pursuit of their regular occu- 
pations, such as salesmen, contractors and 
structural workers, etc., etc. Instead of keep- 
ing dry in the agency office keep dry in the 
office or home of a rainy day prospect. 

If you will think of prospects in terms of 
what policies will do for them you will have 
a constant stream of them, viz.: mortgage 
coverage, salary compensation, readjustment, 
Wives’ income, son’s business, Mary’s educa- 
tion, Christmas or birthday, loan liquidation, 
inheritance tax or administration expense. 

In conclusion, where and how do you find 
most of your prospects? Through thinking 
and acting. First you must think of an in- 
dividual, then of his needs. But it cannot stop 
with thinking. Having thought of your pras- 
pect and his needs you must go see him 
promptly and endeavor to render him that fine 
service which Guardian Life representatives 
can. Never sell life insurance. Never sell 
policies. Do try to sell money for future deliv- 
ery either during the life time of the prospect 
or following his death, in such a way that it 


truly meets the prospect’s needs. Then yoy 
should have an unending string of clients, gyt 
of which will grow an unending string of 
prospects. Your future problem will be not 
“where shall I go?” but how to find time to 
see all of those who have need of and cap 
benefit by your services. 


Monthly Income 

The popularity of the monthly income pol. 
icy and the converting of existing policies into 
this form of payment has increased rapidly in 
recent years, and underwriters are quick to 
see the many arguments in favor of this plan 
of insurance. 

When the widow finds herself left with only 
a few thousand dollars she wonders how she 
is going to make so small an amount cover 9 
many needs, with the result that she falls an 
easy prey to the first get-rich scheme presented 
to her. And, again, if she resists the argy. 
ments of slick stock salesmen we must always 
remember that, in all probability, she has never 
had the experience of handling money in bulk 
sums. Her insurance money may be the largest 
amount she has ever possessed at one time and, 
through misjudgment of expenditures, this in 
all probability will be dissipated in a few years, 
whereas, if she were to receive a check the 
first of each month this same sum would be 
sufficient to cover her needs for many years, 

The insurance salesman is ever striving to 
give a new service, and the monthly income 
plan is his answer to absolute protection for 
the widow.—The Goal. 
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man’s success. 


50 UNION SQUARE 





In 1924 The Guardian’s Prospect Bureau 
yielded an average profit to fieldmen of 
600% in commissions over their invest- 
In some sections it ran as high 


It is easy to see how the Prospect Bureau 
It shortens 


It furnishes ‘‘live’’ 
leads in adequate number. It eliminates 


The Prospect Bureau is one reason why 
a good many of the better producers are 


comer, a general agent, brought with 
him an agency organization of nearly 


Let us tell you the whole story of what 
The Guardian is doing to better the field- 


T. LOUIS HANSEN, Vice President 
THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
NEW YORK 
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INSURANCE MEN 


General Agents, Solicitors, Auditors, 
Inspectors or Adjusters are 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best” 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1925, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 

















CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE”’ 

U. S. Head Office: 
$55 Asylum Street Hartford, Conn. 
R. C. CHRISTOPHER, U. S. Manager 
ROBT. R. CLARK, Asst. U. S. Manager. 














THE WOMAN'S BENEFIT ASSOCIATION 
ORGANIZED OCTOBER 1, 1892 


Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


The Rates are Adequate 

Total Membership is over 268,000 

The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 


Gives Safe Protection to Women and the Children of its Members 


Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 

Write for Information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 


Supreme Commander, Port Huron, Michigan 


52.4% 


Of the new business issued by The North- 
western Mutual Life Insurance Company 
in the year 1924 was upon applications of 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W.D. VAN DYKE, President 











Supreme Record Keeper, Port Huron, Michigan 








Our Story:— 
The 


Preferred Accident 


Insurance Company 
OF NEW YORK 
KIMBALL C. ATWOOD, Pres. 
80 Maiden Lane, New York 
Has pleased its Agents and Policyholders and steadily 
grown in financial solidity and in prestige for 40 years, 


We write Accident—Health—Auto Liability and 
Property Damage and Burglary Insurance. 


All Agency contracts are direct with the Home Office, 


Assets exceed $9,000,000—Surplus to policyholders 
$2,900,000. 


We have some territory open that may interest you" 














To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enabie tnem to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


McManus & Kennedy, Hartford, say: 


‘We have read it carefully, and we think it a very com- 
plete pamphlet, not only for individual assureds, but 
also for sub-agents and brokers.”’ 


$1.00 ver copy. 1000 copies—$490.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE Publishers 135 WILLIAM STREET 
Insurance Exchange NEW YORK 


























THE SPECTATOR Thursday 
=—=—~= 
OUT IN 5 INDI N . Insurance Company of New York 
The state of history, a leading commonwealth in agriculture ———. : 
and manufacturing, og be found the widest possible scope for ETHELBERT IDE LOW, President 
successful men in Life Insurance Salesmanship. THE WEST- The 65th A ae ee 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, Premiums received during the year 1094...............+06 $8,003,453 
Indiana, has just closed a MILLION DOLLAR deal on one of be oo mg 2 oe _ tngod Beneficiaries in Death 
the largest manufacturing enterprises in the west. The com- a 
pany is making satisfactory progress and can use capable men Actual Mortality 62.4% of the amount expected. ‘ 
in its organization under advantageous contracts. Address SS hag ste e eee eee eee eee e entree ee eeereeees 260,530,414 
communications to either— Se he ane MEIC ERS eae Con ren eva 457,218 
Gaylord Davidson, Agency Manager, For Agency Apply to 
John W. Dragoo, Secretary, GEORGE W. MURRAY, Supt. of Agents 
J. H. Leffler, President. 256 BROADWAY NEW YORK 
































ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $185,000,000.00 
Assets Over $14,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to per t Acacia Agents 
3. Real Home Office Cooperation 








WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE COMPANY. 


THE TERRITORY. 














Desirable territory open for General Agencies 
in Virginia, Florida, Maryland, Kentucky and 
District of Columbia. Excellent opportunity 
for producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 





ARE YOU THE MAN? 


If you are and can prove it, an unusual ee awaits you. An estab” 
lished and progressive Life Insurance Company (not now represented) 
intends to open a Branch Office at 


WILKES-BARRE, PA. 


It offers—TO THE RIGHT MAN—an exceptional 
proposition. 
The man we want must have a clean and commendable record. He should 
also know how to select, train, and stimulate agents. 
Compensation will include generous commissions and renewals, with either 
a liberal drawing account or salary and expenses. 
If you can “‘fill the bill,’’ write and tell us all about yourself. Your con 
fidence will not be violated. 
Address Wilkes-Barre, care THE SPECTATOR. 


























Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 
ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. DALY, President. DENVER, COLORADO 








Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 





Write for information relative to open territory. Have two or 
three agencies with business established where change 


desired. 








PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


Senp Ten CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 














Admitted Assets, Jan. 1, 1925 COMBINATION 
$5,025,565.70 


ONTRACTS 
“3in]” 
LIFE 
HEALTH 


ACCIDENT 


NE POLicy 

NE * REMIUM 

—PAYS— 
DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 


7 Eyes 
: Permanent Disability 
HOME OFFICE, SEATTLE, U.S.A. Benefits 


Reliable Representatives Wanted — beg incre 


135 WILLIAM STREET, NEW YORK 


R 


INSURANCECO. 
Northern Life Building 
SEATTLE, U.S.A. 














D. B. MORGAN 
President 




















BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 


giving references. ee : 
Industrial and Ordinary Life Insurance policies issued upon all attractive 


forms of policies. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


Greatest Illinois Company 
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August 20, 1925 





THE SPECTATOR 
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WE WANT 


A life underwriter who will start building his own 
general agency in PROVIDENCE, Rhode Island, 
by personal production—gradually adding new 
producers to his agency force until he can devote 
entire time to organization. 


We are an “‘old-line’’ Eastern mutual life insurance 
company not now represented in Providence. Un- 
usually liberal compensation and Home Office 
assistance at the start will be offered the right man. 


Write, in confidence, 
WRIGHT, care of THE SPECTATOR. 








Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ° 





1865 SIXTY YEARS OLD 1925 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original, 
and also of a Direct Mail Campaign. 























The 
United States Life Insurance 
Company 
In the City of New York 
Organized 1850. Non-Participating Policies 


Only. Over 70 Years of Service to 
Policyholders 


Good Territory for personal producers, under 


direct contract. 


HOME OFFICE 
105-107 Fifth Avenue New York City 




















INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annual- 
ly or quarterly, and 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1924 


PGCGRS ons Ore Redan ea $41,521,283 .17 

Esa Biiets a 6 os dacie corn dame taacn ae 36,164,159 .74 

Capital atid Sts ites .c:c-3/cccaic vcree nc coslaanewas 5,357,123 .43 

Insurance in Force......... Wt atalaie cecwatnmkale 273,540,675 .00 

Payments to Policyholders..............c.006 3,036,319 .80 
Total Payments to Policyholders since 

OR GANIZALM Ec 2) fer cin conics odeweas $35,784,215 .15 


JOHN G. WALKER, President 























Insurance 


Company 


Stocks 


Our Analytical Comparison Sent on Request 


Gilbert Eliott ©& Co. 


Members New York Stock Exchange 


26 Exchange Place 


Telephone Bowling Green 0290 


New York 


























THE SPECTATOR 





















Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 





Poocacieenmeel 


Thursday | 











Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


OHIO MILLERS 
MUTUAL FIRE INS. CO. | Security Mutual Casualty Co, 
OF CHICAGO 
Canton, Ohio 
Assets $6,800,000 
ASSETS $800,000 Surplus $2,210,000 


Surplus $400,000 Surplus and Reserve $6,200,000 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 























Field Annuals 


and 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
ftExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


LOUISVILLE, KY. 


P. 0. BOX 617 


asap nen tosncacicebianis lta 











Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 


the plan outlined therein. ) 
Fill out the coupon below and # 
mail today. ff 
/ HE 
SPECTATOR 
135 William St., 
New York 
THE SPECTATOR 7 Gentlemen: : 
6 
— / «ae ae 
135 William Street a Business Builder Service. 
NEW YORK JS Name .eseeeereerereee 
7 BGGYORE, iisce Sciences eeyes 


Insurance Exchange 


CHICAGO 


7 Name of Company represented. 
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